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WHAT’S NEW IN 


PLYWOOD 


Merchandising, Construction, Components 
And Buyer’s Guide. See Contents, Page 5 
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NEW MODERN LOOK=--BY DEXTER 


sg the new no. 1160—most modern look in locks for screen and combination doors! |{— i 
2M 


New Knob—12(” diameter, styled in the modern 
tulip shape to match other Dexter locksets for 


throughout-the-house harmony. 


New Lever—in sturdy, simple, smooth-flowing 


lines for massive look and sure, solid grip. 


New Roses—17,” diameter, designed to comple- 


ment the larger roses of other Dexter hardware. 


imo Cz 


Coy 

New Safety Strike—with exclusive well in lip to 
keep door latched though not fully closed. 
Completely reversible—for inswinging and out- 
swinging doors. 
Finishes—available in polished brass, satin 
bronze, black, polished and satin chrome. 

Mounted displays available to Dexter dealers. 
Write for full information. 


DWIiVIsSZONn 


Dexter Industries, Inc., Grand Rapids, Michigan 


IN CANADA: Dexter Lock Canada, Ltd., Galt, Ontario. IN MEXICO: Dexter Locks, Plata Elegante, S.A. de C.V. Monterrey, Dexter Locks are also manufactured in Sydney, Australia and Milan, Italy. 








BUY DEXTER 
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<P STR ERIC CENA ENR Nee 


PUSH UP PLYWOOD SALES WITH THIS 
4'x8 MULTIPLEX PANEL DISPLAY 


This display of full-size sheets gives customers an accurate 
impression of how paneling will look when installed. And when 
a customer can “paint the picture” in his own mind, your sell- 
ing job is bound to be easier. 


Show it well, and it will sell! Among other advantages of this Multiplex Swinging-wing Dis- 
play is that your display samples can be sold as new—at full 


price. There is no damage to the samples, for they slide right 
oe ULTIPL a into place in the steel-channel frames. 


Any number of panels can be ordered, and Multiplex is easy to 
; MULTIPLEX DISPLAY FIXTURE COMPANY 

| 

| 


Smaller sizes also available. 


install. Pivot bars are mounted on the wall. Display wings fit 
easily into holes which have been drilled on 3” centers. Rubber- 
roller “separators” keep wings properly spaced to prevent 


Dept. E, Warne & Carter, St. Lovis 7, Mo. 


Please mail me information on your display wings for 


| name . 


There’s a great sales potential in plywood paneling, and good 
merchandising will help you get a high volume of this profitable 
business. Multiplex is designed for merchandising; get the facts; 
send for descriptive literature today. 


{ Sone sino ‘ parts 
| Address 
) City & State .. 


1 
| 
| 
| 
| 
| plywood paneling. damage. 
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HALITE “ROAD SHOW” 
OES INTO ITS 
SECOND GREAT YEAR! 


... to help you sell more Sterling Halite Melting Crystals! 


This winter, it’s outdoor boards again for Sterling Halite. Millions 
‘ Ma ai “ a STERLING HALITE SALES SLANTS 
of people will see this big, colorful advertising campaign. ihe 48.9% quit patina + tke Ma aol 
boards will be up for 60 days during the worst winter weather. and ice treatments at 30°F.! + Dissolves 46 times 
They'll be up in major markets on highways and near shopping its own weight on snow or ice! « Most effective if 
: : spread while snow is falling or before freeze! 
with carrying handle and in 100-lb. bags. To sell more—buy two-way action! « Use it under rear wheels of car! 














enough . . . so you won't run out. 


INTERNATIONAL SALT COMPANY, CLARKS SUMMIT, PA. 


eo a 2 2 ef m r 
FREE: Folder of Merchandising Ideas” to help — sell sete Buffalo + Boston « Charlotte « Chicago « Cincinnati + Detroit « Newark 
Halite all winter long. Send for it today. New Orleans * New York « Philadelphia ¢ Pittsburgh « St. Louis 
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Starting January 2, 1961, American Lumberman 
And Building Products Merchandiser f 
Changes Its Name to: 


ae ae 
2 Ui f] id f ry “DSC” means Dealer Sales Control, a phrase coined by this 
magazine to focus attention on the most profitable business 
methods used today by dealers and wholesalers. It is one of 
ee the permanent management principles which guide the edi- 
ate r q et bom tors in reporting and interpreting industry trends. 

Controlling the sale at dealer level can stem from land con- 
trol, prefabing, financing, Home Center stores, strong retail 
RPAERCHANDI SER advertising, installation services, sales of new homes or re- 

modeling packages to builders or consumers. 
DSC means product brands and specifications controlled by 

the dealer. 
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One source—one order—fast service * * 


Everything 
you need 


in floor tile 
from Johns-Manville 


NOW JOHNS-MANVILLE OFFERS SINGLE ORDER BUYING for a complete line 
of resilient tile that meets every need. In addition to Terraflex® Vinyl-Asbestos and J-M 
Asphalt-Asbestos tile, you can now feature Terraflex Wood Grain tiles . . . that really look 
like wood. And now there’s beautiful new J-M Solid Viny] tile for the “glamour” installa- 
tions. You can offer your customers these new solid-viny] tiles in a wide range of colors and 
styles . .. Terrazzo, Marbleized, Metallics, Solid Colors and rich, translucent Phoenician. 





Ali bear the name Johns-Manville—and are backed 
by new selling advantages for you: 


COMPLETE PROMOTIONAL MATERIALS to help 
build your sales. 


YEW PRODUCTION FACILITIES —including an all- 
new plant in Chillicothe, Ohio—have increased pro- 
duction of J-M Flooring by 50%. 


QUICK AVAILABILITY of everything you need from 


conveniently-located warehouses; new Los Angeles 
location serves the West. 
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SINGLE SOURCE BUYING—one order, one invoice, 
one responsibility handles all your flooring needs. 


Ask your nearby J-M Representative for samples of 
the full line . . . details on promotional helps. . . 
everything you need to make this a big year with 
J-M quality flooring materials. Or write Johns- 
Manville, Box 111, Dept. AL-1219, New York 16, 
N. Y. In Canada, address Port Credit, Ontario. 


JM J OHNS-MANVILLE 


THE FASTEST GROWING NAME IN THE FLOORING INDUSTRY 
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THE EDITORS’ VIEWPOINT 


It's About Time 


E HEAR that the National Lumber Manufacturers Association 
will increase its field staff in 1961 to help dealers promote lum- 
ber and wood products, 


If true, we are delighted. It’s about time that the mills recognize 
that all the national consumer advertising in the world does little good 
unless accompanied by promotion at retail level. 


The advertising and merchandising subcommittee of the National 
Wood Promotion Committee is expected to announce tie-in promo- 
tions for dealers at the NWPC spring meeting in New Orleans. 


Heretofore, the mill people have confined their association lumber 
promotion to national consumer advertising. While their metals com- 
petitors have created effective dealer point-of-sale promotions, dis- 
plays, co-op advertising, etc., the lumber producers as an association 
have virtually ignored the vital sales role of the dealer. 


To NLMA we say: Your built-in network of 30,000 dealers has 
been waiting for sales aids from you to tie-in with your Wood Promo- 
tion campaign. For your own sake, we hope that your current plans 
to let dealers help you sell will not be sidetracked. 


Showing the Way 


IF LUMBER MANUFACTURERS want to know how a producer 
association gets dealer support, they should study the Douglas Fir Ply- 
wood Association. It shouldn’t be much trouble, because many lumber 
mills are also members of DFPA. 


Only a few years ago, the plywood industry was a newcomer to 
light construction. Universal distribution was achieved because the 
plywood people understood the importance of the dealer. Most of 
the industry’s merchandising is designed to lead people to the point- 
of-sale, the retail yard. 


Right now the plywood industry is suffering from over-production. 
But, as reported in this issue, the industry is alive with creative ideas 
which will pay off in new uses and increased sales of plywood in the 
cecade to come. 


The DFPA has created new ways of building, such as sandwich 
panels and other structural components. These components are being 
fabricated by dealers and wholesalers. DFPA’s research and promo- 
tion is playing a key role in helping dealers sell “packages” instead of 
pieces. 


The report on plywood on the following ee deserve the study of 
dealers and wholesalers. They also should be required reading for all 
lumber manufacturers. 


—THE EDITORS. 
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INSIDE Potiatchh is Plywood-wise 


For outside sheathing or inside decorative paneling, Potlatch 


available in: offers you the best in quality controlled plywoods. PFI’s new 


DECORATIVE: 


Sliced Knotty Idaho White Pine 
Sliced Knotty Inland Red Cedar 
Sliced Clear Cedar even finer quality, better delivery and greater variety. PFI 


Sliced Clear Larch 
Birch plywood is ideal for your building plans. 


STANDARD GRADES (Rotary): 
Ponderosa Pine 


Prana POTLATCH FORESTS INC. 


PLYWOOD DIVISION +» GENERAL SALES OFFICE + LEWISTON, IDAHO 


Hot Press equipment assures you top glue treatment, plus 














SALES OFFICES: PITTSBURGH, PA.,1616 OLIVER BLDG. /KANSAS CITY, MO., 2007 BRYANT BLDG. 
CHICAGO, ILL., 20 NORTH WACKER DRIVE /ELIZABETH, N.J./ DEER PARK, WASH./WARREN, ARK. 
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NEW 
DEVELOPMENTS 


WHAT APPEARS TO BE THE LARGEST NATIONWIDE LUMBER WHOLESALE COMBINE is 
rapidly taking shape. 


Buying, banking, accounting, credit control, invoicing, traf- 
fic, legal counsel and policy planning are coordinated through 
the central organization, Lumber Industries, Inc., New York 


City. 


But each affiliated distributor retains its individual 
identity as a division and has operational control within its 
own sales area. 








Latest to merge into the group is Carter Lumber Sales, Port 
Newark, N.J. 








Other firms include Hirsch-Crombie, New York City; Northwest 
Lumber, Pittsburgh and Columbus, Ohio; Gordon Lumber, Balti- 
more and Detroit. 


There's a Florida division at Ft. Lauderdale and a West Coast 
Div. at Eugene, Oreg. and Van Nuys, Calif. Also tied in are 
Lumber Exchange Terminal, Selco International, Inc. and 
Stulman-Emrick Lumber, Inc. 





The size and stature of this growing nationwide wholesale 

group is bound to have impact on lumber distribution. For ex- 
ample, plans are underway to sell precut lumber to big pre- 
fabricators. A nationwide sales force has been set up for this 
purpose, gearing for large-scale orders. 














The prefab sales will be mainly handled through the Northwest 
Lumber division, Pittsburgh. 








STATISTICS ARE OFTEN TRICKY and national totals don't mean too much to a 
dealer whose business is confined to his home town. 


But, you'll be interested to know that there are now 
58,581,841 housing units in the U.S. That's what the new 
1960 Housing Census says. 





It's no wonder that so many people in the building materials 
business are taking a long look at the home modernization 
market. 





And remember this: The best remodeling markets are often those 
with the highest percentage of new homes. 








Economist W. C. Bober of Johns-Manville recently said: "It 
is the very old houses on which little money is spent for 

remodeling and upkeep. More and more such dwellings become 
dilapidated and are ultimately demolished. It is the very 
youthful dwellings, worth keeping in good shape, inhabited 


Turn page for continuation 
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NEW DEVELOPMENTS _ cegins on page 9) 





by people with at least average incomes, that constitute the 
market for modernization expenditures." 


Incidentally, more than half of the nation's homes are located 
in only nine states--New York, California, Pennsylvania, 
Illinois, Texas, Ohio, Michigan, New Jersey, and Florida. 








% ok 


A NEW HOME MODERNIZATION FINANCE PLAN IS NOW AVAILABLE for dealers from 
The Cromar Co., Williamsport, Penna. It's said to be the first 
such program of its type from a wood products manufacturer. 


Cromar will buy consumer-signed leases from retail lumber 
dealers who sell (without discount or recourse) this firm's 
prefinished oak flooring to remodeling homeowners. Terms will 
be for one year. 


WHAT MAKES PEOPLE BUY HOMES? That's what the National Housing Center 
of the National Association of Home Builders will try to 
determine in a year-long, $150,000 motivational research 
program. Manufacturers and builders are picking up the tab. 


When the research program is completed, NAHB will stage 
an advertising program in test markets based on analysis 
of buying habits and attitudes. 


After that, a consumer advertising campaign will be launched 
by the group, aimed at increasing consumer demand for new homes. 

















For economy of labor and maintenance, this revolutionary new 
Mono-Press truss machine ‘is completely universal as to truss 
size and design ... for producers requiring 50 to 150 trusses 
per day. Complements the larger Roc-Away Head machine for 
producing over 150 trusses per day. 


The finest industrial components available plus Hydro-Air 
Engineering’s more than ten years experience in building auto- 
mated hydraulic industrial equipment, combine to reduce 
maintenance costs to the absolute minimum. 


SEE OUR EXHIBIT MONO-PRESS machine in final test at Hydro-Air plant prior to shipment to 
BOOTH 801 one of the nation’s largest truss builders. 





HYDRO-AIR ENGINEERING, INC., 1317 S. Vandeventer Ave., St. Louis ©., Phone JE 3-0325 
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The Georgia-Pacific warehouse near you carries a vast stock 

of every grade of plywood in every standard size and 

thickness. It is ready to fill your rush order right now! 

@ G-P is the world’s largest producer of plywood. 

@ It delivers consistently top quality plywood because 
it controls its own huge forests and cuts timber for 
specific grades. 

@ G-P guarantees you mill-fresh stock, inside-loaded onto 
freight cars at the production point and stored inside at 
local warehouses. 

For consistently high quality plywood in any grade, call 

your nearest Georgia-Pacific source, or write us today. 








GEORGIA-PACIFIC 
Plywood & Redwood » Lumber - Hardboard » Chemicals » Pulp & zpe° 
Dept. ALBP 1260, Equitable Bldg., Portland, Ore. 


Please send me complete information and nearest 
source of Georgia-Pacific quality plywood. 
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W! UP 10 907% MARK-UP 


ALL-NEW MODELS WITH EXCLUSIVE 


ALL-NEW 
¥%" DRILL KIT 
MODEL 507— 

, $3295 


Everyone’s talking about profits these days, and now Skil is 
really doing something about them. 


You get a full 50% mark-up on these new Skil models by 
buying the new 5-Tool Assortment No. 23810. It’s a high- 
turnover assortment, too—includes just one each 14” drill, 
4" drill kit, 34" drill, sander, and jig saw. And this same 50% 
mark-up (with full 3314% profit) is yours when you buy any 
of these 6 new models in 5-pack quantities. 

But Skil gives you more than longer profits. You get faster 
turnover too. Skil has not just 1 but 6 brand new models, 
all engineered with the quality, features, and performance 

















 ALL-NEW 
COMPACT \” DRILL 


ee tedet 


MODEL 541-8 3495 


ON THESE NEW SKIL TOOLS 


MATCHED STYLING ARE PRICED FOR FAST TURNOVER 


you want, and all priced for fast movement at the gearing on the %” and 14” drills, new cooler-running 
retail level. motors, many others. What’s more, Skil’s new “‘family” 


The many quality features include a tilting base for styling helps you build sales of complete matched sets 
bevel cuts on jig saw, precision gear drive and power- _ of tools. Call your wholesaler today or write us for the 
ful universal motor on the sander, true double-reduction — full story on these new tools. 
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Lumber Manufacturers Will Tie Dealers 
Into Annual Wood Promotion Plans 


® Staff personnel will work exclusively with retail build- 
ing materials dealers, according to plans announced 
at annual meeting of National Lumber Manufacturers 


Association. 


® Wood promotion budget upped to $2 million; tech- 
nical service staff will be doubled. 


N AN ALL-OUT CAMPAIGN to 

strengthen wood markets, the Na- 
tional Lumber Manufacturers Asso- 
ciation has increased by one-third the 
budget for the national wood promo- 
tion program in 1961. The new budg- 
et is $2 million compared with $1.4 
million this year. 

The action, taken at the NLMA 
annual meeting in Washington was 
highlighted by a projected doubling 
during 1961 of the field staff of the 
technical services division with reor- 
ganization of the offices. 

Tie-in promotions for retail lumber 
dealers were discussed, but action was 
postponed until the spring meeting in 
New Orleans. 

Lack of financing, pending outcome 
of a proposed dues increase, was 
given as.the reason for the decision 
by the advertising and merchandising 
subcommittee of the National Wood 
Promotion Committee. 

It was learned by AL, however, 
that the group already has outlined 
fairly complete plans for addition to 
the staff, who will work exclusively 
with retail dealers in local wood pro- 
motion activities. 

“We are aware of the value of deal- 
ers, and a strong program must be 
developed but, with sales down, fi- 
nancing is the problem now” ex- 
plained an NLMA official. 

Hood named president. To spear- 
head NLMA activities next year, A. 


14 


Bristow Hood was elected president 
and will succeed Thomas J. McHugh, 
new chairman of the board. Arthur 
Temple was named first vice-presi- 
dent. 


SM 





MUTUAL CONGRATULATIONS—A. Bris- 
tow Hood, left, newly-elected president 
of the National Lumber Manufacturers 
Association, is congratulated by Eliot H. 
Jenkins, who succeeds him as National 
Wood Promotion Committee chairman. 
Hood is vice-president and general man- 
ager, Ralph L. Smith Lumber Co., Ander- 
son, Calif. Jenkins, Eugene, Ore., is 
president of West Coast Lumbermen’s As- 
sociation. 





Hood, who was NWPC chairman 
this year, is vice-president and general 
manager of the Ralph L. Smith Lum- 
ber Co., Anderson, Calif. McHugh is 
chairman of the board of Atlantic 
Lumber Co. Boston. Temple is pres- 
ident of the Southern Pine Lumber 
Co., Diboll, Tex. 

Elected to the NWPC chairman- 
ship for 1961 was Eliot H. Jenkins, 
president of the West Coast Lumber- 
man’s Association. 

During a meeting of the National 
Wood Council—held at the same time 
as the NLMA session—-Ward Mayer, 
the American Institute for Timber 
Construction, was elected chairman 
for next year to succeed John D. Le- 
land. Named vice-chairman was G. M. 
Curtis of the National Woodwork 
Manufacturers Assn. 

Here are highlights of the NLMA 
meeting: 

Advertising plans. Advertisements 
in national magazines will emphasize 
the use of wood products in different 
rooms of the home with trade adver- 
tisements pitched to architects, build- 
e~s, dealers and others. 

The subcommittee accepted a mod- 
ular component design submitted by 
Home Planners, Inc., and voted to go 
ahead with development. 

Committee executive Loren Dor- 


man told AL: 

“For the future, NLMA _ should 
look for broader programs than 
squared-up boards. Squared-up boards 
are no longer the answer to economic 
construction.” 

He said cost savings are to be 
found in component parts and sheet 
materials, which are utilized in the 
proposed modular design. 

Added staff. Using almost one-third 
of the total wood promotion budget, 
the technical services division will add 
25 members to its present 28-man 
staff between Dec. 1 and next April 1. 
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_ Expansion will cover each of the 
field services: technical promotion 
among architects, builders, contrac- 
tors, engineers and other groups; 
building code work with code offi- 
cials; fire insurance consultations with 
rating bureaus for lower rates based 
on actual loss experience rather than 
the fact that wood is a combustible 
material. 

In a reorganization of field offices, 
technical services outside the Wash- 
ington headquarters will be concen- 
trated in four regional offices at New 
York, New Orleans, Chicago and San 
Francisco with 16 branches reporting 
to the regional offices. 

The technical promotion budget 
also provides for distribution of 287,- 
500 copies of various technical pub- 
lications including the popular Wood 
Construction data series. 

National Wood Council—Capitaliz- 
ing on the highly successful National 
Forest Products Week, the Council 


laid plans for taking best advantage 
of the sale promotion opportunities 
offered by the observance which 
Congress approved this year as an an- 
nual event. 

NLMA reorganization. Executive 
vice-president Mortimer B. Doyle 
announced a general reorganization to 
streamline the staff by reducing the 
number of administrative divisions 
from ten to five while retaining all 
the functions of the old organization. 

In the change, Henry Bahr, who 
has been vice-president, general coun- 
sel and secretary, was named vice- 
president, general manager and gen- 
eral counsel. Ralph H. Gloss was 
made vice-president and secretary of 
NLMA in addition to his duties as 
vice-president and secretary of the 
NLMA affiliate, Timber Engineering 
Co. Technical services Director Ger- 
ald F. Prange also was appointed a 
vice-president. 

Hits slackers. In the retiring pres- 
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Tighter Rein on Imported Plywood 
Goal of Special “Task Force” 


Closer liaison among government, domestic and foreign hard- 
wood plywood industry leaders is projected in program out- 
lined at closed-door session in Washington. 


WASHINGTON, D. C. 

A joint government-industry pro- 
gram is planned to correct the over- 
supply problem in hardwood plywood 
and to stabilize the industry. 

The program was the outgrowth of 
a meeting of 18 industry spokesmen, 
representing importers as well as do- 
mestic producers and users, with of- 
ficials of the U. S. Commerce Depart- 
ment in a recent session here. 

This advisory session resulted in 
recommendations for an industry task 
force to work with the Department, 
which would undertake regular inven- 
tory surveys and projections of future 
demand. 

Although the proposals are subject 
to approval by the government, it is 
expected that they will be accepted and 
put into effect. There will be some 
time lag until the program can be 
worked into the budget. 

Government consent and participa- 
tion is essential to conduct such ac- 
tivity outside the range of anti-trust 


limits. 

session. The official re- 
port on the closed-door advisory meet- 
ing said: 

“Convinced that oversupply is the 
problem and must be corrected, indus- 
try spokesmen urged that efforts be 
made to induce foreign exporters to 
adapt their shipments to the U. S. 
market requirements. 

“It was pointed out that supply in 


this country is far in excess of domes- 
tic consumption needs, with the result 
that both the foreign exporters and 
the domestic industry suffer. U. S. 
concerns report that their operations 
are being curtailed. 

“It was also recommended that an 
industry task force be created to work 
on industry problems with the Depart- 
ment of Commerce, which called the 
meeting to receive suggestions on 
steps that might be taken to help the 
industry. 

“Promotional efforts to stimulate 
the use of hardwood plywood also are 
to be undertaken. It was brought out 
that hardwood plywood is facing stiff 
competition from other construction 
materials.” 

The group which met with the De- 
partment officials was especially or- 
ganized for this meeting, but it was 
felt that the problem was of such sig- 
nificance to warrant a small “task 
force” that could keep the government 
advised of industry problems as they 
arise. 

The task force would be particular- 
ly alert to dangers of imports and in- 
ventories. 

In addition, the government would 
institute regular—perhaps quarterly— 
inventory surveys. The reports also 
would show trends for the next quar- 
ter in industries which use hardwood 
plywood. 

It is understood that points of agree- 
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ident’s annual address, McHugh called 
on the industry to pull together in 
the wood promotion program and 
branded slackers “the greatest threat 
to the lumber industry.” 

“I am pointing to those few lum- 
bermen who have lost the art of sell- 
ing and tend to blame all their mar- 
keting problems on everyone but 
themselves,” he declared. 

Colean speaks. Housing economist 
Miles Colean predicted that “the next 
marked direction . . . will be up” aft- 
er the economy hovers around the 
present high level until well into 1961. 

Colean said the most significantly 
encouraging element in the housing 
field was favorable mortgage condi- 
tions, which should help produce an 
increase in home construction in 1961 
of 5%-6% above this year. Colean 
warned, however, that easier credit 
“can no longer do the whole job.” 
He said the challenge lies in value of 
the product and vigor in selling it. 


ment reached at the meeting will be 
summarized in the form of minutes, 
which will be furnished to foreign 
markets as well as to government 
agencies such as the International Co- 
operation Administration, which might 
lend money or otherwise encourage 
expansion of production facilities 
abroad. 

Good reaction. Initial reaction by 
foreign producers—who are asked “to 
adapt their shipments to the U. S. 
market requirements’—was reported 


Carl F. Oechsle, assistant secretary 
of Commerce for domestic affairs, 
told the meeting there will be an ex- 
panding market for hardwood ply- 
wood in home construction in about 
five years when the post-war baby 
crop reaches marriageable age. 

Other Commerce officials who par- 
ticipated in the meeting included Brad- 
ley Fisk, assistant secretary for inter- 
national affairs; H. Herbert Hughes, 
deputy administrator of the Depart- 
ment’s Business and Defense Services 
Administration; and Thomas C. Ma- 
son, assistant director for the BDSA 
forest products division. 


representatives who at- 


Industry 
tended were: 

Thomas A. Dean, Dean Co., Chicago; K. 
P. Hamilton, Ply-World Corp., Orlando, Fla.; 
Albert Hersh, Industrial Plywood Co., Jam- 
aica, Long Island, N.Y.; Harold R. Jones, 
Jones Veneer and Plywood Co., Eugene, 
Ore.; M. C. McIver, Penokee Veneer Co., 
Mellen, Wis.; Sam M. Nickey, Jr., Nickey 
Bros., Inc., Memphis; Hans Rainer, East 
Asiatic Co., San Francisco; Charles Schmidt, 
Atkins Kroll, Ltd., San Francisco; Clifford 
Setter, U. S. Plywood Cee N. Y. 

Harry H. Simms, Jamestown Veneer and 
Plywood Corp., Jamestown, N. Y.; Walter 
A. Stilley, Jr., Stilley Plywood Co., Conway, 
Ss -— Dan Thomason, Thomason Plywood 

., Fayetteville, N. C.; Dean Trumbo, M. 
Trumbo Co., Portland; R. G. Wallace, Jr., 
Wallace Manufacturing Co., North 
City; Robert J. Weston, Bellwood Co., Or- 
ange, Calif.; Carl D. Wheeler, Georgia-Pa- 
cific Corp., Savannah, Ga.; James W. Wise- 
man, Welsh Py woes ag | Memphis; 
William Young, Young Door Co., Plymouth, 
Ind. 
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Wants Hardwood Label Law 


Cuicaco—Sale of substitute building 
and furniture materials masquerading 
as hardwoods “wood-winks” the buy- 
ing public, E. Howard Gatewood, ex- 
ecutive vice-president, Fine Hardwoods 
Association, charged here last month. 

“Irresponsible advertising and im- 
proper labeling of simulated hardwood 
items offered as walnut or mahogany 
or other finish has caused mounting 
confusion among shoppers,” Gatewood 
said. 

His organization is pushing for en- 
actment of a law requiring all substi- 
tute materials to be labeled as “simu- 
lated hardwood” if they are designed 
to resemble true hardwood grain. Items 
made of true hardwoods would be 
labeled “genuine.” 

Gatewood displayed samples of plas- 
tics, fiberboard and other materials 
imprinted with photographic reproduc- 





10 States Change Laws on 
Workmen's Compensation 

WASHINGTON—Ten states changed 
their workmen’s compensation laws 
during 1960. They are Alaska, Ken- 
tucky, Maryland, Massachusetts, Mich- 
igan, Mississippi, Nevada, New York, 
Rhode Island and Virginia. For an 
Analysis on Workmen’s Compensation 
Laws and its 1960 supplement, send 
$1 to the Insurance Dept., Chamber 
of Commerce of the U. S., 1615 H. 
St. NW, Washington. 


tions of hardwood grains. Among 
others, these included wall paneling 
and furniture veneer or covering. He 
termed this “a grave problem of delib- 
erately misleading” practice. 

“One of the most misused words in 
furniture today is ‘fruitwood,’” Gate- 
wood stated. “There is no such species. 
Cherry and apple, for example, are 
true fruitwoods and are labeled as such. 
Fruitwood finish merely means a gray- 
brown color applied to less expensive 
woods or substitute materials to further 
mystify the ‘wood-winked’ buyer,” he 
pointed out. 


PERCHED ATOP the new translucent fi- 
berglass reinforced plastic panel pa- 
tio roof at his home to demonstrate its 
strength are Joseph Such, president, The 
Such Co., Valley Falls, R. |. building ma- 
terials distributor, his wife and their six 
children. 


Simpson Reorganizes 

SEATTLE—Simpson Timber Co. re- 
cently consolidated and reorganized 
all its operations. 

Thomas F. Gleed, president, said 
operating companies formerly known 
as Simpson Redwood Co., Simpson 
Logging Co. and Simpson Engineered 
Wood Products Co. will all be known 
simply as Simpson Timber Co. 

W. G. Reed, chairman, announced 
personnel realignment. Gilbert L. Os- 
wald, vice-president and general man- 
ager, Simpson Redwood Co., Arcata, 
Calif., has been named to the new 
position of manufacturing vice-presi- 
dent. John L. Robins, administration 
director, becomes general manager 
of the marketing department and Starr 
W. Reed general manager of the tim- 
berland department. Robert J. Seidl 
continues as general manager of re- 
search and chemicals department. 

H. W. McClary, vice-president and 
general manager of Simpson Logging 
Co. assumes new responsibilities as 
vice-president in charge of plywood 
and door manufacturing at Shelton, 
Wash. Woodrow Johnson is manager 
of the insulating board division and 
H. A. Ahlskog manager of fir and 
hemlock sawmills division in Shelton. 
James Perry is head of redwood man- 
ufacturing division and Byrne Man- 
son director of engineering division in 
Arcata. W. A. McKenzie heads engi- 
neered wood products division in 
Portland, Ore. 





roofing 
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Rough Road Ahead for Prefabrication 
Building Research Conference is Told 


@ Builders say that 


they have yet to achieve ade- 


quate savings from use of prebuilt structural com- 


ponents. 
@ Lu-Re-Co is cited 


as the system which has best 


chance for survival. 


WASHINGTON. 

Optimistic and pessimistic views on 
the future of preassembled compo- 
nents were expressed here this month 
at a conference sponsored by the 
Building Research Institute. 

“I would say that if we are using 
component parts by 10 years from 
now throughout all the houses of this 
country I will be greatly surprised,” 
said Alan E. Brockbank, president of 
Continental Real Estate and Insur- 
ance, Salt Lake City. 

“The market is not ready for a 
standardized system of components of 
uniform size, appearance and con- 
struction, even in limited areas,” said 
J. S. Parkinson, director of General 
Research and New Business Develop- 
ment for Johns-Manville. 

These are two of many comments 
from builders, manufacturers and oth- 
ers vitally concerned with the grow- 


ing preassembled component trend. 
But though the picture they traced was 
not all sunshine, there was every in- 
dication of faith in the future of these 
developments. 

Why the pessimism, then? 

Mr. Brockbank’s explanation: “It 
seems to me the savings we expected 
to make by the mass production of 
components are eaten up by the ex- 
cessive cost of production and trans- 
portation. 

“In many parts of the country, 
builders have worked very diligently 
to componentize their homes, only to 
find that when they finished they did 
not produce the house better or for 
less money...” 

And Parkinson, while predicting 
great strides in the future pointed out 
that, “as we turn to the market, we 
realize that our progress must of ne- 
cessity take place in a series of steps 


graduated to the mechanics of dis- 
tribution and delivery system and ad- 
justed to the ideas and tastes of our 
ultimate customers.” 

Component advantages. But the 
progress that assembled components 
are making in all phases of the build- 
ing industry was illustrated by Thomas 
J. Hodgson of the H. K. Ferguson Co., 
Cleveland, who described large com- 
mercial projects built by his organiza- 
tion. He declared: 

“From practically every angle the 
preassembled unit offers advantages 
to the architect, engineer and builder. 
The architect through his judgment 
and experience with the product 
knows that it will conform with his de- 
sign requirements, will perform as the 
owner rightly expects as to service 
and low maintenance and will enable 
the builder to submit an accurate cost 
of the unit as part of the overall cost. 

“The engineer, through accurate de- 
sign data can select purely structural 
components to satisfy his load require- 
ment, thus saving much design and 
drafting time. 

“The builder is benefited by know- 
ing the exact preassembled unit re- 
quired and is able not only to ac- 
curately estimate his cost but the rela- 
tion of installation time to his con- 
struction schedule . . . 

“The combination of careful selec- 

(continued on page 18) 





is our business, 


CAREY FIRE-CHEX,» '325 SHINGLES* 
...the quality roofing for homes of highest quality 


Carey Fire-Chex® ’325 Shingles were 
developed specifically for the builder of 
quality homes. Fire-Chex ’325 tasteful, two- 
tab styling gives every home that long, low 
look which so typifies modern living. Lovely 
Fire-Chex “Shadow Blends’’—true “‘works 
of art’”—were developed by Howard 
Ketcham, Inc., leading American color con- 
sultant, to fulfill the desires of home-buyers 
everywhere for full-color living. Each Fire- 
Chex roof-top is an exciting experience in 
rich color. 

Indestructible Carey asbestos fiber, com- 
bined with Carey thermoplastic asphalt, 
has resulted in the toughest, strongest roof- 
ing shingle ever developed. This unique 
composition has won for the Fire-Chex ’325 
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AS SEEN IN 


Shingle the UNDEF.WRITERS’ LABORA- 
TORIES CLASS “A” FIRE SAFETY RAT- 
ING. Fire-Chex ’325 Shingles also seal 
INSTANTLY on pressure contact, and 
stay sealed under the most adverse weather 
conditions, thanks to the exclusive ST'A- 
SEAL® tab. No unxious waiting for the 
sun to do the sealing job! 


Fire-Chex °325 Shingles “have it” in so 
many ways . Class “A” Fire Safety 
Rating ... tough, strong composition . . . rich 
“Shadow Blend” colors. ..contemporary two- 
tab styling . . . immediate protection against 
the elements. Why not write Dept. AL-1260 
for the full-color Fire-Chex Bulletin, or call 
your Carey Representative for details. 

*U. S. Patent No. 2,326,723 (and others) 
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tion of preassembled components with 
regard to use, code compliance, econ- 
omy and maintenance, with proper 
subcontracting, checking of shop draw- 
ings and installation will insure a 
satisfied client, whether the job is a 
residence or a commercial complex 
and is built in Maine or California.” 

J-M._ activity. Speaking of his ex- 
perience with Johns-Manville, Parkin- 
son said that much of the technical 
data necessary to build new and ad- 
vanced types of components is already 
at hand, with the techniques for evalu- 
ation of new materials and assemblies 
available. 

“The principal need,” he declared, 
“is accurate guidance as to the prob- 
able market requirements.” To this 
end Jonns-Manville is now making 
certain market trials to determine what 
sort of system is likely to receive the 
best acceptance. 

Michael W. Boeke, sales manager 
of Davidson’s Southport Lumber 
Company, Inc., Southport, Ind., ex- 
plained the Lu-Re-Co system. He 
pointed to the many innovations pio- 
neered by his company and others. 

“The Lu-Re-Co system,” he said, 
“is nearing maturity among the ma- 
jor component systems of the United 
States, but it probably will never be 
fully mature in the sense that maturity 
suggests stagnation. 

“Because of the hundreds of Lu- 
Re-Co manufacturers, each with a 
certain amount of individual inven- 
tiveness, because of the local nature 
of the prefab housing market and 
because of the services of the LDRC 
in communicating new developments 
to all members, the system seems to 
offer a better chance for survival and 
continued advancement than any of 
its competitors.” 


Comparing materials. Robert F. 
Schmitt of Schmitt Homes, emphasized 
that “a component is not an end in 
itself, nor is its most important cost 
relationship a direct one.” 

He compared copper tubing for a 
drainage unit with the use of cast 
iron. Although cast iron is less ex- 
pensive because of weight and diffi- 
culty of accuracy, cast iron is less 
subject to prefabrication. Therefore 
the indirect gains are lost and con- 
sequently the total cost of compo- 
nent copper systems is by far the least 
expensive. 

One question bothering the Con- 
ference delegates was that of quali- 
ty. But Schmitt pointed out that “the 
effect on and the control of quality is 
greatly enhanced by pre-assembly.” 

He said that “usually fastening can 
be achieved in much better fashion. 
The repetition of pre-assembly induces 
a degree of expertness. The job al- 
most always requires less skill, which 
in turn is an indirect quality factor. 
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The work is done under more favor- 
able conditions, which contribute to 
quality.” 

What are the most popular com- 
ponents? Albert G. H. Dietz of Mas- 
sachusetts Institute of Technology re- 
ported on studies which show that the 
trussed rafter is probably the most 
universally used for residences. 

This is made either with glue-nailed 
gussets, usually plywood, or with me- 
chanical fasteners, among which the 
pronged metal plate is rapidly be- 
coming pre-eminent. Next in popu- 
larity is the wall panel, followed by 
partition components. 

Prof. Dietz commented that “the 
present situation is evidently in a state 
of flux, unstable and undergoing rapid 
evolution. Most of the systems of 
components are based on traditional 
construction methods and materials, 
partly because these have to date 
proven to be the least expensive, part- 
ly because the capital expenditures 
required to set up shop are fairly low, 
and partly because such components 
by and large conform closely to build- 
ing codes.” 


Charitable Contributions 
Help Save on Income Taxes 

WAaSHINGTON—Richard England, 
partner, Hechinger Co., suggests that 
you review your inventory for surplus 
items and donate them to any worthy 
charity. Deadline for such donations is 
December 31st. Contributions must be 
in merchandise normally handled by 
your firm. 

England said that a two-way tax 
break is offered by internal revenue 
regulation: 

* You don’t pay the tax on the differ- 
ence between cost of the merchandise 
donated and its sale price. 

* You can claim a federal tax deduc- 
tion for the contribution based on the 
legitimate sale price, not the wholesale 
cost. 

One section of the Internal Revenue 
Code, dated March 31, 1958, says in 
part: 

“(c) Contribution of property.—If 
a contribution is made in property 
other than money, the amount of the 
deduction is determined by the fair 
market value of the property at the 
time of the contribution. The fair mar- 
ket value is the price at which the 
property would change hands between 
a willing buyer and a willing seller, 
neither being under any compulsion to 
buy or sell and both having reasonable 
knowledge of relevant facts... .” 


Explains AWWI Approval Seal 

New York—Ponderosa Pine Wood- 
work has begun a series of meetings 
with Veterans Administration person- 
nel throughout the country to explain 
the relation between the American 
Wood Window Institute’s seal of ap- 
proval and the Commerce Depart- 
ment’s commercial standards for wood 
windows. 


* Harry L. Bullock, sales training 
director, has been promoted to gen- 
eral sales manager, and Carl G. Gut- 
man, new products manager, to mar- 
keting services manager by Skil Corp., 
Chicago. 

* H. A. Sawyer, chairman and pres- 
ident, Lone Star Cement Co., New 
York City, was elected chairman of 
the Portland Cement Association at 
the annual meeting in Chicago. He 
succeeds Cris Dobbins, president, 
Ideal Cement Co., Denver. 

* Hubert M. Aronson, general man- 
ager, Eastern and Southeastern Divs., 
Filon Plastics Corp., has been named 
vice-president in charge of Alsynite 
Div., Reichhold Chemicals, Inc., 
White Plains, N. Y. 

* R. L. Hawkins, Jr., has been elected 
board chairman and chief executive 
officer, The Empire Varnish Co. and 
its Waterlox Div., Cleveland. He suc- 
ceeds his late father who founded the 
company. 

* Peter P. Corsell, formerly district 
manager, Michigan area, Sonneborn 
Chemical and Refining Corp., has 
been appointed president and general 
manager of Toch Brothers, Inc., New 
York City. 

* James H. Davidson, marketing vice- 
president, Clinton Engines Corp., has 
been named to the same post by 
Rogers Industries, Inc., Detroit. 

* Robert W. Boyd, controller, was 
elected corporate secretary by Weyer- 
haeuser Co., Tacoma, Wash. He re- 
places George S. Long, Jr. who will 
retire December 3lst. Boyd’s new 
title will be secretary-controller. 

* George D. Scrim has been named 
executive secretary of the Philippine 
Mahogany Association, Inc., South 
Pasadena, Calif. Harry J. Jordan, 
president, said increased use of Philip- 
pine forest products was the reason 
the directors deciccd to set up a per- 
manent office and full-time secretary. 


Paint Prices Rise 

CLEVELAND—Sherwin-Williams Co., 
a paint industry leader, announced a 
retail price increase on most of its 
lines by an average of just under 3%. 

Several other major paint manu- 
facturers quickly fell into line. Amer- 
ican Marietta Co., Chicago, planned 
a revised price scale. Glidden Co., 
Cleveland, indicated it probably would 
join the parade. 

Pittsburgh Plate Glass Co. reported 
its paint and brush division would 
likely boost prices. Rumors set the 
raise at between 3% and 5%. Cook 
Paint & Varnish Co., Kansas City, 
Mo., also expects prices to go up by 
January 1st “in line with competitors.” 

All attributed the increase to higher 
cost of raw materials and labor. 
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new ultra-modern: 

= plant-« machinery 
now gives you... 
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With the opening of Long-Bell’s new 72-million-square-foot-per-year capacity 
plywood plant at Chelatchie Prairie, Washington, quality plywood never before 
possible will be a matter of routine. 


“Specification Perfect” plywood from Long-Bell’s new push-button plant assures 
higher quality . . . improved performance . . . lower construction costs . . . a tre- 
mendous edge over competition. 


Check these important BENEFITS TO YOU AND YOUR CUSTOMERS! 


New Long-Bell innovations at Chelatchie Prairie include the steaming and hot- 
— of all logs. This gives you: 
. & much smoother peel (which provides a stronger glue bond) 
. an extremely uniform veneer thickness (which dries more evenly than 
ever before possible) 
. a surface that will sand to a lustrous smoothness 
. a new high in control of surface checks. 


These, plus “custom fit” tolerances on size and squareness assure you of fine 
plywood for all uses. 


For “Specification Perfect” quality — inspected and graded to the most rigid DFPA standards — always specify Long-Bell Plywood. 
_ Write—Wire—Phone for full information. INTERNATIONAL PAPER COMPANY, Long-Bell Division, Longview, Wash.—Kansas City, Mo. 
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Armstrong Cork Helps You Set Up, Sell 
and Supervise Installed Ceilings Business 


LANCASTER, PENNA.—Armstrong 
Cork Co. announced a comprehensive 
nationwide program to help lumber 
and building materials dealers organ- 
ize and supervise their installed ceil- 
ings business. 

The program supplements opera- 
tions of larger, consumer-type build- 
ing materials merchandisers who have 
established an over-the-counter ceil- 
ings business. It is the result of more 
than two years market research and 
testing. 

Armstrong offers a specific plan by 
which dealers can increase the volume 
and profit of their present ceilings 
business. It provides customers with a 
complete materials and labor package 
at one price. Dealers control the sale 
from start to finish, including installa- 
tion. 

Manual. A 25-page ceiling installa- 
tion manual has been prepared de- 
tailing steps the retail dealer takes to 
set up a profitable installed ceilings 
volume. Each section is based on ideas 
proved correct in dealer tests around 
the nation. 

Included are suggestions on how 
to determine a reasonable sales ob- 
jective, how to select a contractor pool, 
how to establish a profitable pricing 
structure, how to advertise, how to 
follow-up leads and how to close the 
sale. 

Along with the manual, building 
materials merchants will receive free 
of charge a complete supply of ad- 
vertising and merchandising materials 
(see pictures), as well as several spe- 
cially-designed administrative and con- 


trol forms to simplify record keeping 
and scheduling. 

Armstrong sales representatives will 
work in conjunction with the firm’s 
wholesalers in introducing the new in- 
stalled ceilings program. 


Real Estate Men Organize 


WASHINGTON—A_ group of _ real 
estate investors have formed a nation- 
al trade association to represent in- 
vestment trusts operating with the 
same tax treatment as mutual funds. 
Joseph W. Lund, Boston, was elected 
president of the new National Asso- 
ciation of Real Estate Investment 
Funds with headquarters at 1737 De 
Sales St. NW, here. 
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See how the same wood paneling, Weldwood Nakora, harmonizes perfectly with either Japanese 
(above) or Western (below) decor. It comes factory-finished, retails for just $69 for a 12° x 8’ wall. 


No matter what the decorating scheme—or budget— 
there's a real wood paneling by Weldwood to close the sale 


Everyone has his own ideas about room decorating. For 
example, the two contrasting rooms on this page. Yet 
they’re both paneled in the same Weldwood® hardwood 
—Nakora®. This versatile paneling is just one of more 
than 70 Weldwood real wood panelings—the largest 
selection with the widest price range in the industry today. 
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Each Weldwood paneling has a special beauty all its 
own, yet each joins warmly with anybody’s decorating 
ideas. And each is priced so you can take full profit, 
yet retail these luxurious woods for as little as $28 for a 
12’ x 8’ wall—even less than “‘print-grain’”’ imitations ! 

You sell Weldwood paneling with no apologies and no 
misgivings. It’s real wood, priced right, and finished like 
fine furniture under Weldwood’s exclusive 18-step system. 
You can fee/ the difference. 


WELDWOOD REAL WOOD PANELING 


Send for details on Weldwood's Profit Development Program ALBPM 12-19-60 


United States Plywood 

55 W. 44th Street, New York 36, N. Y. 

Please have a Weldwood representative call on me with information on the 
Weldwood Dealer Profit Development Program — inciuding details on the 
Weldwood Panel Parade merchandising display and the Weldwood Dealer 
Training Correspondence Course 
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“EVERYTHING HINGES ON HACER!" 


C. Hager & Sons Hinge Mfg. Co. © St. Lovis 4, Mo. 
In Canedu, Hager Hinge Canada Limited + Kitchener, Ontario 





Founded 1849 —Every Hager Hinge Swings on 100 Years of Experience 
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HARDBOARD — completely factory- 


finished in a handsome “Driftwood” ivory tone, popular 
Evanite hardboard comes in a variety of textures. 


PRODUCTS 
COMPANY 


PLYMOUTH, MICHIGAN 


IT PAYS TO BUY | je\\\) FROM YOUR JOBBER! 
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FIR PLYWOOD —Evans quatiiy 
—DFPA grade-marked—assures you of the 


finest interior and exterior fir plywood. Evans 
is a member of the Douglas Fir Plywood Assoc. 








The next best thing 
to a Money Tree... 


EVANITE 
BIG THREE 


PLYWALL — all wood panels... 
popular grains at half the usual cost of fine 
wood paneling. Baked-on Poly-Clad finish 
protects against fading, mars, scuffs and stains. 
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ECONOMY NEVER | Sonne? 
Economy never had such style! 
Meet the pickup that’s priced* as much as $231 less than 
leading conventional pickups! It delivered over thirty miles 
per gallon in certified tests! Big six-foot box with low (25.2 in.) 


loading height! And now—a new 170 high-performance Six plus 


A CHOICE seas 

| NEW 6I 
| FORD 
TRUCKS 








619 new models! : 
Allengineered with one ideainmind...economy! New 4-Wheel Drive Pickups 


New Gne-preCce cab-body design for Styleside Ford’s low-priced 4 x 4 models have the getup and traction to 
Pickups! New ‘‘Big Six’’ power for 2-tonners! go most anywhere . . . road or no road! You can choose from two 
New Econoline models that pack bigger loads in modern engines—the gas-saving 135-hp Six or the 160-hp V-8 
three feet less truck length! All at prices that that gives extra power and smoothness with ‘‘six-like’’ economy. 
give you a flying start to long-term savings. 
On all 1961 Ford Trucks, each part, except tires 
and tubes, is now warranted by your dealer 
against defects in material and workmanship 
for 12 monthsor 12,000 miles, whichever occurs 
first. The warranty does not apply, of course, to 
normal maintenance service or to the replace- 
ment in normal maintenance of parts such as 
filters, spark plugs, wiper blades and ignition 
points. 
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New “Big Six” Engine 
More power for America’s savingest 2-tonners 


Now ...in anew, big 262-cu. in. Six, Ford gives yo’. the 
power of big displacement, the durability of heavy-duty 
construction, plus the gas econ- 

omy of 6-cylinder design! Avail- 

able early 1961. New 2-ton 

toughness, too, with a stronger, 

heavier frame. .. new riding com- 

fort with new, smoother acting 

springs . . . and a rugged true- 

truck front suspension that can 

give up to twice the tire life of 

“‘soft'’ car-type suspensions! 














New Styleside Pickup 


Leader in looks, loadspace and low costs! 


Ford’s 6'4- and 8-foot bodies both offer greater loadspace for '61—as much 
as 16% more! New one-piece cab-body design on a longer wheelbase gives 
greater strength, new comfort! And look at these savings: 

Save up to $157 on price*! Ford Styleside Pickups are priced below all 
other comparable pickups! Save up to $219 on gas! Ford Sixes beat all 
leading competitive sixes in certified tests—scored up to 27% more mpg. 
That figures out to $219 in 50,000 miles! Save up to $150 on tires! In certi- 
fied tests of truck suspension systems, Ford front tires lasted up to twice 
as long. In 50,000 miles, that can add up to $150! 


FORD TRUCKS COST LESS 


YOUR FORD DEALER’S “CERTIFIED ECONOMY 
BOOK" PROVES IT FOR SURE! 


FORD DIVISION, ZordMolerCompuny, 





New Econoline 
America’s lowest-priced* pickup—bar none! 


Meet a revolutionary new pickup thet saves 
more ways than any truck you've known! Modern 
cab-forward design pares away over a thousand 
pounds of dead weight, yet you get as much 
payload capacity as standard '%-tonners! It’s 
three feet shorter over-all, yet there’s a big 
7-ft. box with 73 cubic feet of loadspace! You 
get lively performance in a proven Falcon Six 
that delivered up to 40% better gas mileage in 
certified tests! 


*Based on a comparison of latest available 
manvlacturers’ suggested retail delivered prices 
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what's the PRICEP 


Price of %*” fir plywood sheathing fell from $92 a thousand 
square feet in early October to $85 to $89 in November. 
Sanded %4” plywood stock is being held at $68 a thousand by 
larger mills, but some smaller ones have reduced to $66. 
Weyerhaeuser Co. announced it will hold the line on present 
plywood prices and curtail production when necessary to con- 
trol inventories. 

Small price gains were noted in November in green fir dimen- 
sion, plank and timbers. However total demand remained 
fairly low. Pine boards showed gradual improvement in #2 and 
better, but were unchanged in other categories. 

A few prices rose in what retail building materials dealers 
charge contractors, but not spectacularly. Nearly all increases 
were slight and most prices remained at the same high and 
low levels of the past month or two. 


Current Retail Price Range 


Retail prices to typical ene-house con- 
troctors, besed en reports from leading 
deolers received every two weeks by 


Zone | 
North 
Atlantic 


Zone 2 
Middle 
Atlantic 


Zone 3 
South 
Atiantic 


Zone 4 
East North 
Central 


Zone 5 
East South 
Central 








Building Products Merchandiser 
matic ascend High 


Lew Lew High | Low High | Lew High | Low 


High 
LUMBER 
Douglas fir: 


Dimen sion: 
Sed. & Bor, R/L 2x4 green 
Std. & Bir. R/L 2x4 dry 
Sed. & Bir. R/L 2x10 green 
Sed. & Ber. R/L 2x10 dry 
W. Coast Hemlock, White Fir 
Dimension: 
Sed. & Bre. R/L 2nd dry 
Sed. & Bite, R/L 2x10 dry 
Western Pine 
Boords: 
Ne. 2& Br. R/L Ix8 dry S45, shiplop 
Mo. 3& Brr, R/L Ix dry S45, shiptep 
Southern Pine 
Dimension: 
Me. 2& Brr. R/L 24 dry 
Me. 2 & Brr. R/L 2x10 dry 
Boards: 
Me. 2.& Ber. R/L 1x8 dry S45 oF 
D&M or shiplap, dry 
Hardweed Flooring 
Select oak 25/32" x 24" plein sewed 
Me. 1 Com. ook 25/32" x 24" pl. sem 
Interior Softwood Paneling 
Ne. 2 penderose pine R/W 
Wood Siding 
Redweed clear ail heart bevel siding 
3/4" « 10" 
“a” coder bevel siding 3/4” x 10" 
Wood Shingles 
Coder shingles 5/2 #1 16" - 5X 





PLYWOOD 


Fic, 1/4" DFP A-AD interior give 
Fir, 1/4" DEPA-AC exterior give 
Fir, 3/8 DFPA-CD sheathing int. glue 
Fie, 1/2" DFPA-CD sheething int. give 
Fie, 5/8 OF PA-CD sheathing int. give 





MILLWORK 

Phil. mohogany (Lewan) flush door 
1-3/8" 2-6x6-8 

Birch flush door 1-3/8" 2-626-8 

Deuble-hung window 2-4x4-6, setup, 
glezed, weatherstripped, balonced 





BUILDING MATERIALS 
Outside white point, first grode 7.99 
8d commen steel nails, U.S. mode 5 5 18. 
Min. wool insulation, tull-thick ber . 80 3 85. 
Coiling Tite 12° x12" 5 5 166. 
1/2” ineuleting building beerd 100. . 91. 
25/32" inaulating sheathing . 5 > 150. 
3/8" gypoum wallboard 

1/8" tempered hardboord 

21Se thick butt caphalt shingles 





6. 
180.* 
10.25 


























*Price rise § +Price decline 
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PROFITABLE 


FROM DOUGLAS 
FIR PLYWOOD 


ASSOCIATION 


Special plywood department 
raises sales 400% in a year 


At Klamath Lumber, San Carlos, Calif., 
plywood sales went from $10,000 to 
more than $40,000 in one year, thanks 
to a new Plywood Outlet annex. Before, 
plywood was kept in a cluttered cubby- 
hole and self-service was impossible. 
Now, co-owner Herbert Grossman says 
he can keep six times as much inven- 
tory. And customers, mostly do-it- 
yourselfers, can easily find what they 
want. In 2,000 sq. ft., there’s room for 
orderly stocking of all standard grades 
of DFPA trademarked fir plywood in 
assorted sizes, interior and exterior. 
Free delivery and simple saw cuts help 
buiid goodwill and repeat business. 


Shop-fabricated compenents 
make a big hit with builders 


The H. W. Blackstock Lumber Co. of 
Seattle has found the home component 
business so profitable that this year R. 
V. Blackstock set up a special division. 
Blackstock Homes, affiliated with Mut- 
tart Homes of Edmonton, makes parts 
and assembles materials for 25 com- 
plete homes a month. Blackstock uses 
a modified Lu-Re-Co system, with 
DFPA trademarked fir plywood for 
floors, walls and roof. He offers staff 
services in landscaping, design and 
marketing. The prefabbed components 
save some builders three weeks con- 
struction time and $300 per house. They 
say Blackstock’s use of quality mate- 
rials makes their own selling easier. 


(continued on following pages) 





(continued from preceding page) 


Fences from scrap plywood 
prove profitable sideline 


Leftover Exterior plywood, turned into 
fence sections, means pure profit for 
Morris Shores of Cornwells Heights 
Lumber Co., Cornwells Hts., Pa. Dur- 
ing business lulls, the shop crew cuts 
scrap plywood into pickets and nails 
them to lumber stringers, which are 
usually also scrap. Shores displays the 
unpainted fence sections, 8 ft. long and 
from 12” to 30” high, in the yard. He 
charges $2.49 or $2.98, depending on 
height, and says they practically sell 
themselves. It takes only about 20 min- 
utes to nail a section together on a spe- 
cial jig, once the pickets are shaped. 


PROFITABLE 
10D) 7445 


FROM DOUGLAS 


FIR PLYWOOD 
ASSOCIATION 


Selling the marine market is 
easier with DFPA boat plans 


A New Jersey dealer, Thomas MacLean 
of Rendall Lumber in North Bergen, 
sells three carloads of plywood and 
100,000 board ft. of marine lumber a 
year. His profits are mostly due to his 
marine business and DFPA boat plans. 
Besides selling DF PA trademarked Ex- 
terior plywood, boat kits, and some fin- 
ished boats, he gets substantial profits 
from related items, tie-ins and power 
tool rentals. MacLean’s customers build 
about 500 plywood boats a year, mostly 
to DFPA plans that he supplies. He 
keeps the entire assortment of plans in 
stock, ranging from an 8-ft,. pram 
dinghy to a 26-ft. sailboat. 





Boom in cabin construction 
brings boom in plywood sales 


Dealer George Osborne of Chehalis, 
Wash. broke into the second-home field 
a year ago. He found a ready-made 
market from DFPA’s national promo- 
tion and POST advertising. After his 
first $100,000 in sales, he’s learned some 
vital rules, e.g., (1) work with a land 
developer and build a model cabin; (2) 
use a simple, easily adaptable plan 
(DFPA has 22 cabin plans); (3) pre- 
pare a good informative brochure; (4) 
mail it to land owners—those in the de- 
velopment, plus lists obtained from 
country courthouses; (5) follow up on 
all visitors to the model. Osborne says 
much of his success is due to exclusive 
use of DFPA trademarked fir plywood, 
which assures his customers of lasting, 
quality construction. Other dealers who 
want to cash in on this profitable mar- 
ket can get DFPA help—see coupon. 





Be sure you always specify 
DFPA trademarked plywood 


It’s good business to look for the DFPA 
grade-trademark on every panel. It 
means, first, quality plywood, backed 
by a rigid, industry-wide quality con- 
trol program. When you stock and sell 
only DFPA trademarked fir plywood, 
your customers keep coming back be- 
cause they know they can depend on it. 
Second, the DFPA trademark stands 
for the Douglas Fir Plywood Associa- 
tion’s $6-million-a-year promotion pro- 
gram. Through advertising, field pro- 
motion and research into new and bet- 
ter ways to use plywood, DFPA keeps 
customers coming into your store and 
your plywood sales on the rise. Insist on 
the DFPA trademark on every panel. 
It’s alwavs a profitable idea. 


Circle No. 101 on Handy Cover Card 


DFPA has sales aids and infor- 
mation to help you build your plywood 
business. Booklets—envelope stuffers— 
counter displays—construction plans— 
just send in the coupon, and we'll see 
that you get complete lists and descrip- 
tions of all available material, on the 
subjects you're interested in. 





Douglas Fir Plywood association 
Tacoma 2, Washingten 


Please send me a list of sales aids and in- 
formation to help me seil more plywood. 
I'm interested in: 

C0 Beats [j Cabins 1) Components 
() Do-it-yourself CO Faria construction 


Name . 





Company 
Address. 

















How's. Business ? 


Building Products Dealer Sales Pulse 


Marketing Regions (see mop on page 26) 


Zone 1 Zone 2 Zone 3 
North Middle Seuth 
Atlantic Atlantic Atlantic 
Sales: November ‘60 vs. 
November ‘59 + 3% 
Sales: 11 months ‘60 vs 
11 months ‘59 2% 
Accounts receivable 
November 30, "60 vs 
November 30, ‘59 - —- 3% 
inventory: November 30, ‘60 
vs. November 30, ‘59 — 5% 
Next quarter's sales 
estimate ...... + 3% + 3% 
November weather Good Good 


— 3% +-12% 
4+- 7% 
Good 


Construction contracts awarded in October set a record for 
the month, topping the same month last year by 6%. However, 
F. W. Dodge Corp. reported residential building contracts 
continued to trail the 1959 pace, but were off less sharply than 
earlier this year. 

Dodge economists say that construction contracts will show a 
slight increase next year, despite an expected dip in general 
business activity. They believe “the brightest spot” on the 
economic horizon in 1961 will be building. 

Work was started on 1,231,000 private farm and non-farm 
homes on a seasonally-adjusted annual basis during October, 
the Census Bureau said, up 15% from September. However, 
starts were down 19% from a year earlier and total residentiai 
building was off 19% in the first 10 months compared with 
1959. 


Zone 4 
East North 
Central 


Zone 6 
West North 
Central 


Zene 9 
Pacific 


Zone 8 
Mevuntain 


Zone 7 
West Seuth 
Central 


Zone 5 
East South 
Central 


— 6% —10% + 10% —15% —10% —20°% 


—12% —12°% —10% —15% 


—12% ai 5% —12% 


8% “ — 7% —10% 


— 5% + 5% — 8% “ — 2% —10% 
Good Good Good Good Good 


Most building materials manufacturers seem content to sit 
and wait. Home construction fails to show any real signs of 
life and probably won’t until spring. 

Less gloomy, a large plumbing, heating and cooling manu- 
facturer foresees a 5% rise in home building next year, pre- 
dicting about 1.2 million new starts in 1961. 

Money is to be had, both in mortgage loans and increased 
personal income. The Commerce Dept. reported that personal 
income rose in October to a seasonally-adjusted annual rate of 
$409.6 billion, up $800 million from the previous month's 
rate. 

Nine fir plywood mills in southern Oregon shut down for a 
week in early December. This cut industry production from 
about 70% to about 60%. Mills hope to balance supply and de- 
mand by production curtailment. 











PARKER 


ptole) : 
SADDLES 


4 


FULL LENGTHS at 
MILL PRICES 


Brass, Aluminum and steel. 4”, 5”, 514”, 6”, 
7”, and 7¥4” widths in Stock. Cut sizes drilled and 
furnished with screws if specified, without charge. 


Special Saddles Made to Print. 
IMMEDIATE SHIPMENT FROM OUR 
WAREHOUSE STOCKS. 


Write for catalogue on Business Letterhead. 


S. PARKER HARDWARE MFG. CORP. 


Quality Hardware Since 1900 
) LUDLOW STREET - Phone.WAlker 5-6300 - NEW YORK 2 
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Profits pile up when you suggest 
“SCOTCH” BRAND Masking Tape with every paint sale. 








**SCOTCH’’ IS A REGISTERED TRADEMARK OF 3M CO, 


PMMiienesora )ftmine ano \ffanuracrunine company 
. +. WHERE RESEARCH IS THE KEY TO TOMORROW 
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PROFIT MORE WITH 


Waearnply 


DEPENDABLE QUALITY 


PLYWOOD, LUMBER AND 
IMPORTED PRODUCTS of top 
quality . . . trouble-free handling . . . less 
time spent on adjustments . . . more time for 
selling and servicing customers. Result: 
more profits. 


DEPENDABLE QUALITY. That’s 
the Vanply story . . . the experience of buy- 
ers throughout the country who regularly 
call Vanply. 


hing wa. Tl yuood. - + SANDED « SHEATHING « | 
<< 


<a 


ALES AGENTS FOR 
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QUALITY CONTROL at the mills is 


the reason. Fine, modern equipment, top- 
grade production supervision and careful 
inspection at every step insure better prod- 
ucts and happy buyers. 


Save time, too. One cali to VANPLY fills 
all your requirements for plywood, lumber 
and imported products. 
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leaders say. 


LYWOOD has been called the “Cinderella In- 
dustry” of the building materials world. And 
with justification. 

Fir plywood was introduced in this country in 
1905. It grew steadily but slowly until the late 
30's. Then the development of resin adhesives 
touched off a tremendous growth that has re- 
sulted in an annual rise of 1342% in produc- 
tion during the past decade. That matches the 
growth of almost anything else in our economy. 

For example, the use of plywood for new 

homes has jumped from 400 feet per house in 
1950 to an estimated 2,600 square feet this 
year. 
Thirty-five years ago, 90% of the logs com- 
ing out of the Douglas Fir region were used for 
lumber and less than 1% for plywood, with the 
balance in wood pulp and shingles. Today the 
percentages are 55% for lumber; 20% for ply- 
wood; 23% for pulp and 2% for shingles. 

Today, the plywood industry is faced with over- 
capacity. This has brought production cutbacks 
and price deterioration. 

The plywood leaders insist that today’s over- 
supply will be absorbed through smart merchan- 
dising. Their goal is to double the uses of ply- 


wood within 10 to 15 years. 
S. W. Antoville, chairman of the United States 
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What's New 
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SPECIAL REPORT 


Plywood Industry Aims to 
Double Its Sales 
In Next 10 Years 


* Goal of the producers: 9,000 square feet of plywood per 
new home, plus new uses in modernization and new compo- 
nents for commercial and industrial markets. 


* Merchandising and research will do the job, plywood 


Plywood Corp., predicts that sales of softwood 
plywood will be 13 billion feet a year by 1970. 

President C. Henry Bacon, Jr., of Simpson 
Timber Co., forecasts annual plywood sales of up 
to 16 billion feet “within 10 to 15 years.” 

W. E. Difford, executive vice-president of the 
Douglas Fir Plywood Association, points out that 
the industry is now selling 2,400 square feet of 
plywood per new house start—but it could feasi- 
bly sell 9,000 feet per house. 

Today, the industry is selling one billion feet 
of plywood annually in farm uses. Difford esti- 
mates that within the next five years this vol- 
ume can expand to five billion feet. 

Dealer opportunity. The plywood people are 
developing new ideas which can be used by dealers 
and wholesalers. 

Components, for example. Difford cites the new 
Insta-Floor panels, tongue-and-grooved 2.4.1 sub- 
floor panels and stressed skin roof units. 

Components such as these are explained in 
this issue—actual field reports of the components 
in use. 

More plywood in commercial construction is 
another goal. The plywood people plan to com- 
pete with metals by use of components such as 
folded plates, space planes, vaults and box 
beams. These are also discussed in this issue. 











The proportion of plywood farm sales going to 
service buildings has risen from 30% to 70% 
in the last three years. Here is a market which 
is sold universally by retail building materials 
dealers. The plywood industry has set its sales 
sights on 5 billion feet annually for farm uses 
within five years. 

The vacation or second-home market will con- 
tinue to get promotional dollars on behalf of deal- 
ers. 

Hardwood plywood distributors may also step 
up promotion to help the dealer, according to 
U. S. Plywood’s Antoville. He has called for the 
marketing and distribution segment of the hard- 
wood industry to devote much more time and 
money to development of end-uses of their ma- 
terial. 

In too many cases, hardwood plywood has 
been packaged and merchandised solely by the 
dealer, with no help from producers and distrib- 
utors. 

“Because of the variety of species and the dis- 
persal of plants and owners all over the world. 
hardwood plywood has not had the benefit of 
the coordinated effort that has been possible 
through DFPA,” Antoville said. “The living 
standards of most of the foreign countries pro- 
ducing hardwood plywood does not permit their 





plywood to be sold within their own borders. So 
it finds its way here, with many repercussions— 
some favorable and some unfavorable.” 

You can expect stronger merchandising by 
domestic hardwood plywood firms—perhaps 
emulating the “Plus Values” promotion this year 
by the Hardboard Association, an industry also 
troubled by imports. 

Packaged sales. The vigorous new efforts on 
the part of the plywood industry will benefit the 
modern retail building materials merchandiser, 
who is controlling his sales through packaged 
selling. Case examples point this out in the pages 
that follow. 

































COMPONENTS 
IN USE 





PLYWOOD BOX beam bent is raised into place on new Henrich Lumber Co. office 
building in Buffalo. Fabricated from continuous 4x4 flanges and spacers, with 5/8” fir 
plywood webs glued to the framing, beams were erected in pairs to frame plastic bubble 
skylights and roof framing. Fourteen plywood box beams, exposed both inside and out, 
form exoskeleton of Henrich office below. 








ENRICH LUMBER COMPA- 
NY’s new 83’x36’ office build- 
ing, pictured above, sells the “warmth” 
of wood and offers some new de- 


e e 
/ sign suggestions to the firm’s contrac- 
2A er s ice iS tor and architect customers. 
Highland and Highland, architects, 
developed a system using alternate 
modules of 8° and 2°8”. Support- 


Plywood Show lac ing columns of plywood beams were 
p eC set 12’ in from the front wall. The 
modular system permits use of fixed 
glass and other standard sheet ma- 
terials in the wall structure of the 
lumber and building material dealer’s 

building. i 
. The 2’8” module adds rigidity and 
Unusual plywood box beam bent roof support system pro cu tok dank eta aad apo 

vides clear-span interior. Beams are installed in pairs and _ orative panels. 

serve as frames for a plastic bubble skylight and light fix- Most ‘structural: materials “are Me- 
hogany, exposed inside and out. 


tures base as well as structural supports. Spandrel panels between upper and 
lower windows are 2” beveled ma- 
hogany siding over 4” fir plywood 
sheathing. 
There is another 2”plywood layer 
inside. Modules are finished in alter- 
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PAIRED BOX beams hold skylights of Henrich office while 
lower ends act as frames for casement windows. 


nating ceramic or decorative panels. 
A variety of 4%” special-finish ply- 
wood is used on interior walls. 

Offices are on the main level of 
the building with services facilities 
and area for expansion below. 

Economical. Laminated bent frames 
were suggested as roof supports. But 
the architects decided that plywood 
box beams were more economical and 
interesting. The box beam bents serve 
as exoskeleton roof supports. 

One reason for using the girders is 
that they more dramatically display 
the beauty and function of modern 
wood framing. 

Placing the girders in pairs pro- 
vided better lateral bracing for the 
continuation of the 8’ and 2’8” 
modular system. Projecting them 
above the roof allowed forming con- 
tinuous skylighting by a series of 
gag bubbles between each set. This 
eat resistant system diffuses light 


throughout the structure so artificial 
lighting installed on the under edge 
of the girders has only minimum use. 


WINDOWS OFFER Henrich yard superin- 


tendent clear view of activities. 


ARTIFICIAL LIGHTING on 24’ wide beams reflects off decora- 
tive woods. Vertical mahogany strips at right are part of con- 


ference room wall. 


Installation of fiashing on the gird- 
er system was easy. Ledger strips 
attached to the beams provided a sur- 
face for nailing 3x6 double tongue- 
and-groove hemlock sheathing. It was 
finished in natural color for the ceil- 
ing and covered with polyethylene 
paper and 250-lb. white asphalt 
shingles for the roof. 


Jig fabricated. The 24’ plywood 
beams were fabricated and joined as 
bents on specially-built jigs in Hen- 
rich’s shop. Each was made with 
continuous top and bottom flanges of 
4x4 Douglas fir plywood glued and 
nailed to %” exterior fir plywood 
webs. Spacers of 4x4 fir were fabri- 
cated into the beams 6’ on center 
long with 112” Styrofoam insulation. 


Beams were erected singly and 
joined with 4x4 roof stringers. Bub- 
bles were installed and sealed after 
erection of beams. All mechanical 
vents necessary are housed in one in- 
terior partition in the rear of the 
structure. This is the only ceiling- 
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height partition. Nearly all others are 
glass. Those between private offices 
are glass above the 7’ height. This 
allows acoustical zoning, but leaves a 
feeling of spaciousness. The wall be- 
tween office and conference room is 
made of vertical mahogany strips. 


Glazed truss. Above the partitions 
and doors between private and gen- 
eral offices there is a high clearance 
due to the roof’s contour. Here is 
located a large glazed mahogany 
longitudinal truss to provide necessary 
wind bracing and structural stability. 
The triangular and diamond-shaped 
areas between truss members are also 
glazed. 

Vinyl finish flooring is laid over 
4%” fir plywood underlayment put 
down over %” plywood subfloor sup- 
ported by 2x10 joists 16” o.c. The 
lower level has a concrete slab floor 
with precast marble terrazzo tiles in 
the entryway. Henrich fabricated all 
components in the shop and now of- 
fers them for sale to builders. 
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Whats New 
in PLYWOOD 


It's a Sellout: 
Plywood Paneling 
By the Carload 


Paneling and ceiling tile are tied to- 
gether in successful 8-col. ad run by 
Erb Lumber Co. Royal Oak, Mich. 
The complete order of 1,500 sheets 
sold out within 10 days. A total of 
1,000 sheets were sold at the $6.45 
price and 500 sheets for $8.45. Pan- 
eling is a profitable item in remodel- 
ing market, dealer reports. 

















PICKERING 


NOW AVAILABLE IN QUANTITY! LUMBER CORPORATION 


Standard, California 


GOLD PLY PLYWOOD Rae. 
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“Whether you build 
conventional... 
...or with 

COMPONENTS... 





.the dependable material 
to use is 


SOUTHERN PINE” 


SAYS DICK MESTAYER, Vice-President 
R. F. Mestayer Lumber Company 
New Orleans, Louisiana 


“More and more of my architect, buiider and contractor cus- 
tomers insist upon SOUTHERN PINE. They know that quality 
Southern Pine offers greater strength, more versatility and 
real economy. The same lumber used for conventional con- 
struction is suitable for trusses, with no special grading re- 
quired.” 


The Federal Housing & Home Finance Agency says: ‘‘The 
greatest need to assure the efficient use of wood in res- 
idential framing is the establishment of a full-length, all- 
purpose grade with establisiied working stresses for all 
loads to which wood is subjected. . . bending, tension, com- 
pression, shear, etc. This grade should be independent of 

the size and length of the member and should include 1" 

boards for use in trusses and other light nie | This ideal 

grade is most nearly approached today in SOUTHERN PINE.” 

Southern Pine, with the identifying SPA Trade-Mark, offers 

these advantages: 

« Proper seasoning before dressing. ..essential for uniform 
size and strength. 

« Uniform grading throughout the length of each piece, per- 
mitting cantilever, simple beam, continuous or tension- 
loading design. 

« Superior gripping power for all nails and other fastening 
devices. 


SOUTHERN PINE ASSOCIATION 


These high qualities that make Southern Pine the ideal stress- POST OFFICE BOX 1170 
rated material for all structural uses, including components, are NEW ORLEANS 4, LOUISIANA 


yours when you insist upon grade-marked, SPA Trade -Marked : 7 Please send the following technica! bulletins: 
) Stress Grade Guide Trussed Rafter Data 
2 How to Specify Quality Southern Pine 0 SPA Buyers Guide 


SOUTHERN PINE eae 


IT'S DRY... pre-shrunk—from the mills of Southern Pine Association. Firm Name EY AM ht ee SA eae te 


CN errata ctr Ne ees 
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DFPA promotion brings you new customers 


Stock and sell only DFPA trademarked plywood. This year over $6 million will be invested in your behalf by 
the manufacturers of DFPA trademarked plywood to keep your sales on the upswing. This is big money and it 
does a big job. First, it creates new customers and new markets with a weil rounded promotion program— 
including national advertising . . . publicity . . . field promotion . . . research . . . work with FHA and building 
codes... dealer sales aids. Second, it pays for an effective and meaningful quality control program that assures 
you of consistently dependable quality plywood. It takes both to do the job, and the results speak for them- 
selves. In the past five years fir plywood sales by dealers have more ‘han doubled. This year they will be bigger 
than ever. That’s why it is good business to specify only DFPA trademarked plywood. For only DFPA ply- 
wood supports you with proven promotion and quality that have—and will continue—to pace your sales. 








DFPA quality keeps them coming back 


ARE YOU USING THIS STAMP ON ALL YOUR PLYWOOD ORDERS? 


If not, send for your free stamp today. 


It’s the best way to make sure you are getting good plywood, manufactured 

by one of the more than 130 reliable mills who think enough of your 

business to give you quality plywood . . . and back it with promotion and — 

research needed to help you sell it properly and profitably. Your support , 

Piggaed site a rg All softwood plywood on this order 
is vital if these multi-million dollar programs are to continue in your behalf. must bear DFPA GRADE TRADEMARKS 





legibly applied to each panel. 
DOUGLAS FIR PLYWOOD ASSOCIATION, TACOMA 2, WASHINGTON 
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Whats New 





in PLYWOOD 


Double Gusset 
Trusses 





FOUR GUSSET plates are cut at once 
from 3/8” C-C exterior fir plywood as 
part of Multi-Press truss manufacturing 
system. Eoch truss requires about 20 
minutes to produce. Chord members are 
also precut. 





MULTI-PRESS TRUSS jig vertical members slide along track, making it possible to 
change and control truss dimensions at will. Precut lumber is laid in jig, posi- 


tioned and fastened, then loaded. 


Makes 30 Trusses per Load 


SEATTLE. 

A NEW PROCESS that produces 

30 double-gusset plywood roof 

trusses at one time has been developed 

by a local engineer and given a test 

run by Totem Lumber Co., a retail 
building materials supplier. 

This new truss fabrication process 
is said to be competitive with metal- 
connected trusses. 

Using a pilot press, Totem Lumber 
has been producing 1,000 double-gus- 
set plywood trusses a month since last 
summer. The firm plans to enter the 
market on a major scale when its 
new manufacturing plant is com- 
pleted. 

ed. Standard kingpost 
plywood trusses are completely pres- 
sure-glued in the new patented Multi- 
Press. This does away with time- 
consuming hand-nailing of nail-glued 
members. Developed by Ernest P. 
Pischel, he and his partners from 
Totem Lumber Co. now offer fran- 
chises to lumber and building ma- 
terials dealers. 
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Equipment. The press now in use 
at Totem Lumber produces trusses 
with any pitch from 2% in 12 to 4 
in 12 and spans from 16’ to 28’8”. 
There is no limitation on rafter over- 
hang. 

Present Multi-Press consists of a 
vertical rack, adjustable for a num- 
ber of spans, that holds the truss 
components firmly in place during 
assembly of the load. Gusset plates, 
with glue applied, and precut lumber 
members are stacked in the press and 
pressure applied. A new press being 
developed will produce a wider va- 
riety of trusses. 

Labor. After loading in the press is 
begun, it takes only 1% minutes 
work before moving the truss onto a 
truck for shipment. 

Unskilled labor can handle any of 
the assembling operations. The cut- 
ting line is said to be equally simple. 
In the pilot operation, Totem has 
used less than 30 man-minutes to 
make each truss. 


Cost. Pischel offers a complete 
cost analysis to purchasers of the 
franchised process. Included is every 
operation from the time materials 
enter the yard to loading for ship- 
ment. He figures cost using the proc- 
ess at about $1 less than that for the 
same truss made with metal connec- 
tors. This was worked out for a 
specific truss of 4 in 12 pitch, 24’ 
span and 2’ overhang. However, 
Pischel won’t discuss exact figures ex- 
cept to potential fabricators. 

Approved. Federal Housing Ad- 
ministration approval for the trusses 
was granted after completion of tests 
by Totem and Borden Chemical Co., 
supplier of the adhesive. 

The only equipment needed be- 
yond that supplied with the franchise 
is a saw line, Trusses are stamped on 
lower chords indicating FHA accept- 
ance as made in accordance with 
Multi-Press quality-control license. 

Beginnings. Totem Lumber Co. 
had manufactured glue-nailed ply- 
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wood gusseted trusses five years ago, 
but halted operations because of un- 

favorable cost comparisons with met- - 

al connectors. ' Sf . 

Pischel worked out most of the de- ; + : a a 5 PAIRED GUSSET PLATES with 
tails in the operation, then conferred : i si unglued sides together are 
with his partners, Kermit Nelson, slid into position in truss as- 
Douglas Bedford and Leo Cosgrove, sembly. Lumber is positioned 
three of four partners in Totem. They against the jig rails in this pilot 
worked out an agreement to build and model. Spacers are used be- 
test a prototype jig. Pilot operations cause the low ceiling doesn't 

permit a full load of 30 trusses 


got under way last April. 

Orders. About 100 new houses to be lifted out at the same 
were built in the Seattle area by Bell time. 
and Valdez builders during the trial 
run. They were produced for about 
25% less cost than Totem’s former 
trusses. 
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PRESSURE IS applied at a minimum of 125 Ibs. per square inch to glued areas of gusset plates on load of 21 trusses 
within 30 minutes after first piece went in. Upright jig members slide along rail, allowing manufacture of a wide 


variety of truss sizes in the same jig. 


TRUSS LOAD is 
lifted easily from 
Multi-Press jig with 
fork lift truck after 
pressure - glued 
components have 
cured, 


CNE MAN unloads 21-truss load from 
jig and press equipment removed. Num- 
bers on top chord ends refer to span, 
pitch and truss type to guide carpenters 
in putting trusses in place. 





FIBERGLAS FOIL INSULATION is air stapled into prebuilt roof 
panel framework at Plywood Builders Supply Co., Southfield, 
Mich. Panels are 4’x16” (including overhang) for homes and 
4’x14’ for carports. Panels are quality-controlled per PFS 
standards, as described in accompanying article. 


What s New 
in PLYWOOD 


Black Brothers, Mendota, Ill. Casein or resorcinol glues are 
used, depending upon end use of panel. Plywood Fabricator 
Service inspector {in white coveralls) checks glue spread. In- 
spectors make periodic checks at all fabricating plants. 


Quality-Control Service for Components 


Building materials dealers, jobbers, millwork firms are 
licensed to produce sandwich panels, roof vaults and 
similar structural components. 


NGINEERED PLYWOOD build- 

ing components have been mar- 
keted for a number of years, using 
design data from the research labora- 
tories of the Douglas Fir Plywood As- 
sociation. 

But two years ago, the DFPA 
found to its dismay that too many 
of these sophisticated building parts 
were being manufactured with car- 
penters’ squares instead of slide rules. 
Many box beams and stressed skin 
panels were inadequately glued, in ad- 
dition to being structurally unsound. 

To insure quality-controlled com- 
ponents, the DFPA set up Plywood 
Fabricators Service, Inc., in May of 
1959, 

’ There are now PFS licensees op- 
erating in most major market areas. 
W. D. Page is executive vice-presi- 
dent of the quality-control and in- 
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spection service, with headquarters in 
Chicago. 

Fees paid by PFS members entitle 
them to quality supervision and con- 
trol; engineering and design assistance; 
industrial engineering services; adver- 
tising and other forms of sales pro- 
motion. 

Quality supervision is maintained 
by specialists who oversee all produc- 
tion phases according to specific 
standards and who take production 
samples for testing in PFS labora- 
tories. These tests are similar to those 
required during the manufacture of 
plywood. 

PFS stamp: Once a _ fabricator 
proves his plant can meet PFS stand- 
ards with a qualifying production 
run, he is entitled to use the agency’s 
trademark stamp so long as the stand- 
ards are maintained. Periodic checks 


are made on all production. 

Possession of stamping privileges is 
becoming increasingly important as 
PFS wins acceptances from building 
codes and FHA offices. Los Angeles 
county, for instance, accepts the PFS 
stamp in lieu of inspection and design 
check by its own inspectors; PFS in- 
spectors are, in effect, inspectors for 
the county building code office. 


Some of the services provided to 
PFS licensees come directly from 
Page’s office and staff; others are 
supplied by DFPA. 


Eventually, when PFS _ becomes 
self-supporting, it will become inde- 
pendent of DFPA. It is classed as an 
“affiliate” of the non-profit trade as- 
sociation now and incorporated as the 
same kind of organization—a non- 

(continued on page 44) 
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CEILING SKIN FITS ON GLUED FRAME. (Underside is viewed 
above). Panel is mill scarfed. The 4’ overhang at end of 16’ 
panel has glued ‘splice plated for butt joints, as the under- 
side view shows. 


PANELS ARE INSTALLED in post-and-beam home at Marysville, Mich. 
Panels have 3/8” top and bottom skins, although 5/16” bottom 
skins would have sufficed. Top skins are C-D sheathing; bottom 
skins for carport are A-C exterior; bottom skins for interior medium 
density. Panels were nailed to house framing members; joints be- 
tween panels were t&g, but joint treatment of underside proved a 
problem so that 4” gaps were left. Panels were delivered for 72¢ 
per square foot. Peter Finn, president of fabricating firm, said pan- 
els were erected for about three cents a square foot. 


: 1 a +o eae 2a is Pee 

PRESSURE IS APPLIED to panels in |-beam steel frame. Pres- 
sure bolts are inserted as shown in foreground. Man at far 
right uses air impacter to tighten bolts. PFS experts help set 
up fabrication equipment. 


PLYWOOD COMPONENT DESIGN WAS POP- 
ULAR in Marysville. Builder said that four mod- 


ei homes using the plywood panels were 
immediately. 


sold © 
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PFS TECHNICIAN checks moisture content 
of stock which will be used for solid 
lumber ribs in plywood components 
made by Edw. Hines Lumber Co. fabrica- 
tion division in St. Charles, Ill. A high 
and low are recorded for representative 
loads. Then pieces are checked for size 
and uniformity. 





QUALITY CONTROL SERVICE 


(begins on page 42) 





profit service group for members. 

The fabricator puts to work the 
fruit of PFS and DFPA research. He 
also finds that a product with known 
qualities is easier to sell. 

The builder can order, often by 
stock number, house parts or building 


ACCURATE SIZING is another criterion 
that’s essential for exact plywood com- 
ponent fabrication. Technician above 
checks stock at Edw. Hines Lumber Co. 
while his supervisor watches. 


parts that will perform in a specific 
way and will cost a specific amount. 
The architect has a new dimension 
to work in: bigger pieces and new 
building shapes not possible with con- 
ventional construction. He also has the 
benefit of pre-engineered building 
parts that would be impractical if they 
had to be calculated individually. 
What they make. Most common 
PFS components are box beams, 
stressed skin panels, curved roof pan- 
els and plywood trusses. Other items 


SCARF JOINT 
IN PLYWOOD 


peed © 


LUMBER RIBS PLY WOOD 

MAY BE USED LAMINATED RIBS 

JF DESIRED LAMINATED 6 
SURVED PRIOR TO 
PANEL ASSEMBLY 


TYPICAL INSTALLATION DETAIL 


STRESSED-SKIN CURVED PANEL is a plywood component which 
provides design flexibility for homes and has wide use in 
commercial buildings. Curved panels (or vaults) are also made 
in sandwich form, using resin-impregnated paper honeycomb 
cores. In addition, curved panels can be made with solid ply- 


wood cores. 


Other plywood components made by licensed PFS fabricators 
include box beams, roof and wall stressed-skin and sandwich 
panels, trussed rafters, pallets, floor panels. 


OU UDAPUEACL AHA EO 


TEST SAMPLE PLUG is removed from a 
honeycomb sandwich plywood panel in 
the fabrication plant of Edw. Hines Lum- 
ber Co. The test plug will be returned to 
Plywood Fabricator Service laboratory 
for analysis of dry shear and durability. 
Fabricator must pass periodic tests to 
use PFS stamp. : 


include pallets and a long-span build- 
ing component manufactured exclu- 
sively by licensees, Trofdek. 


The Insta-Floor flooring panel has 
just been added to PFS licensees’ of- 
ferings. A complete building frame is 
in the final stage of development now. 


Qualifications. PFS membership is 
open to any firm. Costs, after the 
basic license fee, are based on pro- 
duction. Members may not use PFS 
markings on their production, how- 
ever, until after they have completed 
qualifying runs. Then any component 
that meets the standard may bear the 
PFS stamp. 


Licensees qualify for only one com- 
ponent at a time. For instance, a 
fabricator may be qualified to stamp 
his box beam output but not stressed 
skin panels. He must meet the stand- 
ards in each area and maintain them. 


A wide variety of fabricators have 
joined PFS. They vary from lumber 
dealers to building product manufac- 
turers to firms that once primarily 
were builders. Nearly all have one 
thing in common: their components 
are produced for sale, not for use by 
the manufacturing firm in construc- 
tion. 


For Lu-Re-Co. dealers, Page has 
worked out a limited membership 
based on actual production. 


In the lumber dealer field, Page 
feels that PFS holds the biggest ap- 
peal to firms with an existing mill- 
work plant. Much of the equipment 
already in use for this operation can 
be utilized in component fabrication 
and the component line usually is a 
lucrative addition to millwork. 


Two examples of the fir plywood 
components made by PSF are illus- 
trated with this article. 


Headquarters for the Plywood 
Fabricator Service is at 3500 E. 118th 


yw Street, Chicago 17, Ill. 
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FABRICATION JIG for curved roof panels at Edw. Hines Lumber Co. shop in St. Charles, Ill. Caul 
boards (hardwood and plywood) are placed atop bent panel astride the jig, distributing stress. 
Then chain clamps are tightened with impacter between steel beams at top and bottom of load. 
After plastic film is thrown over assembly, propane gas heat is blown into center of jig, under 
panel. The panels are heat cured in jig for four hours, then remain two to three days in plant for 
final curing. 


ROOF VAULTS (curved plywood rib panels), ANGLE VAULT BRACKETS developed by 
fabricated by Edw. Hines Lumber Co., used Swanson and his contractor, Harold John- 
in Barrington, Ill., residence designed by son, for fastening predbuilt plywood roof 
architect Robert Swanson. Exposed surfaces vaults to laminated beams in Barrington 
stained on job. house. 


PLYWOOD VAULTS EXTEND OVER PORCH in Barrington house, mercial and industrial jobs, according to Plywood Fabricator 
providing unusual design treatment. Curved plywood fabri- Service spokesmen. 
cated panels also compete with concrete and steel for com- 





Whats N uf 
in PLYWOOD 


Floor 
Components 


STARTER PANELS 2’ wide are placed as carpenters begin lay- 
ing floor of Champaign, Ill. research house. Full-size panels, 
made from 4x8 sheets of %” fir plywood, are stacked in 
background. Toe-nailed to top of supports are 2x4 splines. 
Pre-attached stringers on the panels rest atop joists and panel 
edges are joined by nailing to splines. 


New Plywood 
Floor Approach 


ALLED INSTA-FLOOR, the new panelized floor sys- 
tem pictured above was first used last fall in a re- 
research house at Champaign, Ill. Components for the sys- 
tem are available to building materials dealers and build- 
ers from subscribers to Plywood Fabricator Service, Inc., 
DFPA affiliate. 

The system requires a minimum of floor framing. 
Girders are set 4’ o.c. They can be of any conventional 
material suitable for the span, including solid beams, 
built-up beams or plywood box beams. When the latter 
are used, they should be fabricated to close PFS specifi- 
cations. 

Although economies increase with the amount of floor 
area involved, Insta-Floor costs range from 35¢ to 40¢ 
per square foot in experimental applications by small 
home builders. Allowing for the addition of underlayment 
and finished flooring, completed floor costs range from 
80¢ to $1 a square foot. 

Labor savings. Reduction of labor accounts for nearly 
all savings the system provides. In a timed test last year. 
George Osborne of the Northwest Lumber & Millwork 
Supply Co. in Chehalis, Wash., laid 1,170 square feet of 
Insta-Floor, including all supporting members, in less than 
10 minutes. His six-man crew used the Lumber Dealers 
Research Council Lu-Re-Co component system. 

Here's how the system works: 

Basically, Insta-Floor is made up of %” fir plywood 
4’x8’ panels with stringers pre-attached 16’ 0.c. across 
them. The units are supported by beams set 4’ o.c. Panels 
are dropped in place and fastened to the beams in one 
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FULL-SIZE INSTA-FLOOR panel goes down over box beams in 
Muskegon, Mich. house. Resized 2x4 stringers were pre-at- 
tached to 4x4 and 4x8 panels of 2” fir plywood, then 
dropped into place over joists. Ledger strips along joists act 
as support for stringers. Panel edges are nailed to beams to 
complete the floor. 


JOIST LAYOUT for one of the first commercial uses of new 
flooring is shown here. Plywood box beams were used, but 
solid or built-up beams may also be used. A ledger strip was 
applied during fabrication, placed the exact depth of panel 
stringers below beam tops. Then full 4x8 panels of 2” fir 
plywood, with stringers pre-attached 16” on center, were 
droppped in place and plywood nailed to top flanges. 


of two ways. All cutting, fitting and nailing is eliminated 
on the job except that required to fasten the panels down 
from above. The only cross blocking needed is that al- 
ready in place on the plywood panels. 

Box beams. The first method, that followed in Chehalis 
homes, used 10” deep plywood box beams with 2x4 top 
and bottom flanges glue-nailed to %” fir plywood webs. 
This beam was used over a crawl space and required 
supports 14’ o.c. 

Beams are set into 8” deep pockets preformed in the 
foundation and rest on concrete footings in the center. 
Ledger strips of 1x2 stock are shop-applied so that the 
resized stringers on the panels will rest on them. 

Floor panels overhang the stringers 2” and are joined 
and fastened by being power-stapled to the beam’s top 
flange. Ledger strips are used on the outside courses of 
panels and rest in preformed ledges on the foundation. 

Splines. The second fastening method eliminates ledger 
strips and adds a 2x4 spline on edge along the top of the 
beam. In this case, stringers rest directly atop the beam 
and are connected with nails at the common spline. The 
only difference in the two methods is in the plywood over- 
hang at stringer ends. 

The floor system has dimensional stability. Require- 
ments for making panels and box beams (when solid 

(continued on page 48) 
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pe « A STEADY SOURCE OF PLYWOOD PROFITS! 


Crezon makes plywood more versatile and 
more profitable than ever before. Billions of 


CreZon peetsis babes! density board feet are now in use throughout 


America! Builders, home handymen and Architects 





e are all lively prospects for fast-selling Crezon over- 
Ohisss a ebie! Plywood laid plywood. It takes paint beautifully, saws easily 
eliminates checking and grain rise. It’s ideal for 
building a second home, singlewall construction 
and component parts. Sales of Crezon overiaid 
plywood are brisk, all year long, at a healthy profit 
margin. You stock it and see! 























THE HOUSE THAT CREZON BUILT 


You saw this handsome trade show demonstration home at the 1960 
NRLDA Convention. This display featured Crezon Overlaid Plywood in 
_ the siding, soffits, entrance door, box beams, garage door, fence, cut-out. 


LOOK WHERE YOUR CUSTOMERS You can depend on these leading plywood 


manufacturers to supply you with the very 


CAN USE VERSATILE CREZON best Medium Density Overlaid Plywood 
“TWE PLYWOOD WITH A PLUS” Anacortes Veneer, Inc St. Pout & Tocoma 


f Lumber Compo 
Diamond Lumber nica a f: 

Corp United States 
Plywood Company 


Garage Doors Box Beams 
° Be Evans Products 
Accent Panels Soffits * Company ae Washington Plyw 
a eorgia-Pacific Corp os 
Room Dividers Fences . eH Company 
‘ . International Paper Cc 
eae Canadian Western 
Sliding Doors Shelving Compony {Long- . : 2 
eh Lumber Co 
e ° Bell Division) 
Tool Sheds Car Ports Seidbube lumber Maiiiiten & 
¢ as . c loedel, Ltd 
Siding Paneling bn esi 
. . Simpson Logging Western Plywood 
Cabinets Gable Ends Company Co., Ltd 


CROWN ZELLERBACH 


CREZON SALES 
ONE BUSH STREET *« SAN FRANCISCO 19, CALIF. 
Circle No. 108 on Handy Cover Card 








NAHB \ 
CONVENTION- 
EXPOSITION 


MCCORMICK 


PLACE 


EXPOSITION CENTER 


McCORMICK ptace 


EXPOSITION CENTER, Chicago, //l. 


Follow the crowds to the world’s newest, most 
glamorous exhibit area. Hear panel discussions and 
talks by experts on merchandising, financing, con- 
struction techniques, marketing, and research... 
everything new for home building. There’ll be 
over 1000 display units . . . 150 more exhibitors 
than last year ... everything under one roof! Rush 
your reservation! $15 for men, $10 for women. 
For advance registration and hotel reservations, 
contact your local NAHB association or the 
address below. 


NATIONAL ASSOCIATION 


OF HOME BUILDERS 


140 South Dearborn Street, 
Chicago 3, Ilinois 








JOINT DETAILS A STANDARD 4'x@' INSTA-FLOOR PANEL. 
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DIAGRAMS SHOW Insta-Floor panelized floor construction 
system developed by Plywood Fabricator Service, Inc. Story 
gives details. ¢ 





NEW PLYWOOD FLOOR APPROACH 
(begins on page 42) 





lumber is not used) call for resized kiln-dried lumber. 

When the floor is applied over a crawl space, beams 
should be wrapped in polyethylene film unless a moisture 
barrier is used below them. Osborne used pockets pre- 
formed in the foundation and a moisture barrier over the 
crawl space. He found satisfactory results by wrapping 
only beam ends. 

Savings. C. C. Johnson, Johnson Bros., Muskegon, 
Mich. builder, was also able to come up with significant 
savings using Insta-Floor. 

He said the system saved $39.40 compared with con- 
ventional flooring for each house he tried it on. He be- 
lieves this cost saving will reach about $75 for an average- 
size house when his crew becomes familiar with the 
system. Components used by Johnson were fabricated by 
Plywood Components Corp., Grand Haven, Mich. 

The comparatively widespread difference in per square 
foot costs between the two users is the result of using 
different fastening methods. Also there was a difference 
in raw materials used because of the distance from the 
source of manufacture. 

Easy access. There are a number of other advantages in 
the system, according to DFPA. When access to crawl 
space is desired, any number of panels may be left un- 
fastened until time to install underlayment. This allows 
carpenters to work around subcontractors. It is possible for 
the builder to get more favorable rates from his electrical, 
plumbing and heating subs. 

When beams are set in, the house is 4” closer to the 
ground, giving it an earth-hugging look, than with conven- 
tional construction. One whole course of siding, extra 
porch flashing and other material is eliminated. 

Information and names of local Insta-Floor component 
fabricators is available from DFPA, 1119 A St., Tacoma 
2, Wash., or Plywood Fabricator Service, Inc., 3500 E. 
118th St., Chicago 17. 
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Whats New 
in PLYWOOD 


FABRICATED PACKAGE by Engineered Components Inc. Ship- 
ment, except locally, will be KD. 


STAPLED AND GLUED 
gusset framing, 2’ 
o.c., is covered with 
Y%” C-D exterior™ 
glued plywood on # 
roof and sides. Each 7) 
framing unit will with- | 7% 
stand 1,500 pounds of | 
pressure. y. 


Prebuilt, All-Plywood Garage 


Rapip City, S. D. 

LYWOOD and 2” x 4” hemlock framing are virtually 

the only materials used in a completely prebuilt 

garage produced by Engineered Components Inc., just 

outside Rapid City. ECI is controlled by the Knecht fam- 
ily of Rapid City. 

The garage packages will be distributed by Building 
Materials Distributors to 40 dealers in a five-state area. 

Planned retail price for the 14’ x 22’ garage will be 
$550, delivered and erected. This cost includes exterior 
painting and a one-piece overhead door. There is a single- 
hung window in the rear wall. 

ECI completely builds the plywood garages in their 
fabrication plant for lucal delivery in the Rapid City 
area. Flatbed trucks will do the hauling. Long distance 
shipping of the garages will be KD, according to John 
Lund, plant manager. 

Studs and rafters are two feet o.c., with stapled and 
glued plywood gussets. A stud and rafter half of each 
framing unit is made separately. This permits fast erection 
of the garage at the building site, says Lund. Sheets of 
42” C-D exterior glued plywood are used for sheathing 
both roof and sides of the garage. 
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You're coming to the Show, aren’t you? To meet 


Brownie and register for the magnificent new 


Stromberg-Carlson stereo console being 


awarded as door-prize. To see the 


newest of the new in gas and 
electric built-in ranges. A 
sleek horde of distinctive 
features and “must have” 
conveniences they are, 

too. Is it a date? 


SPACE 


WIN a new 


Stromberg Carlson 


stereo console. 


Register with Brownie 
at the NAHB Show 





Can’t make the Home Builders’ Show? Then do 
write for complete information about the all- 


new 1961 Featuramic gas and electric built-ins. 


BEV ra 


Stove Works Inc*Cleveland+Tennessee 
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COMPAR 


rin 
TWiLT 


WITH ANY 
OTHER 
HAND TRUCK 


COAT WiIn-TILT 


has the exclusive, patented lever 
that permits finger-tip loading of 
materials up to 1200 pounds in 
weight. 


COMET WIN-TILT 


lets one man do the work of FOUR 
with LESS effort! 


COMET WIN-TILT 


provides the SWINGARD attach- 
ment (fits ANY truck) for instant, 
automatic protection to man and 
load in case of accidental, sudden 
release of the load — available at 
slight extra cost. 


FULL-WELDED, ALL-METAL 
CONSTRUCTION — NO 
RIVETS OR BOLTS TO 
WORK LOOSE. 


HEAVY, TUBULAR STEEL 
FRAME. 


ALUMINUM ALLOY BALL- 
BEARING WHEELS WITH 
MOLDED RUBBER TIRES. 


STREAMLINED—NO SHARP 
CORNERS. 


COMFORTABLE HANDLE 
GRIPS. 


TODAY... write, wire or tele- 
phone for complete details and 
prices. 


yN_ TRUCK CO. 
1”, LT Phe 9 


i] 
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Whats New 
in PLYWOOD 


COMPONENT HOME MODEL on a department store parking 
lot in Tacoma, Wash. It is part of the ‘‘Emblem”’ design series 
for Lu-Re-Co component fabrication by retail dealers. Com- 
ponents for this house were manufactured by Blackstock Lum- 


ber Co. Note color contrast of accent fir plywood on Strutwall 


COMPONENT HOUSE PACKAGES 


component window panels against rough cedar siding. By 
sponsoring the Emblem house designs, the Douglas Fir Ply- 
wood Association helps dealers to control package sales to 
builders, sell more plywood. 


Dealer controls materials sales to tract builder . . . 


Lu-Re-Co Component Packages Using 
Plenty of Plywood and Lumber 


TACOMA, WASH. 

HANKS TO THE BLACKSTOCK 

LUMBER CO., Kurt Mayer and 

Curt Peterson, who couldn’t build a 

box when they formed their construc- 

tion firm 17 months ago, are today 
duilding and selling a house a week. 

Both Mayer and Peterson are busi- 
nessmen. One is an expert on financing, 
real estate and marketing, the other is 
a skilled promoter. 

The construction “know-how” in the 
Mayer and Peterson enterprise comes 
from Blackstock Lumber Co., supply- 
ing a packaged “Lu-Re-Co” (Lumber 
Dealers Research Council) component 
house. All the builder needs are a few 


50 


craftsmen who can put the packages 
together. 

Mayer and Peterson have grown 
from a $20,000 capital start in 1958 
to a building rate that today equals a 
$750,000 per year gross. They expect 
to be building at the rate of 100 houses 
a year soon. 

“The credit is due directly to the 
component building system,” Peterson 
says. 

Through components, the actual 
construction of a Mayer and Peterson 
home can be turned over to the job 
foreman. This leaves Mayer and Peter- 
son with time to deal with problems of 


land acquisition, financing, cost con- 
trol and selling. 


Emblem designs. The mainstay of 
the Mayer and Peterson line are Em- 
blem homes, a series of 20 plans devel- 
oped by the Douglas Fir Plywood As- 
sociation, the Lumber Dealers Research 
Council and the National Plan Service. 

The DFPA sponsored the Emblem 
Home program to help dealers control 
their sales to home builders through 
the Lu-Re-Co system. Emblem homes 
incorporate maximum use of plywood 
and lumber, as can be seen in the pic- 


(continued on page 52) 
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LU-RE-CO PANELS, TRUSSES delivered 
to model home site from Blackstock 
Lumber Co., which is 40 miles away. 


PANEL WALL GOES UP FAST. Component package system enables Tacoma builder 
to save time, money and construction headaches. 


END AND REAR VIEW 
shows both standard win- 
dow panel treatment and 
effectiveness of accent 
panel. Gable also is fir 
plywood, but color con- 
trast is carried all the 
way to roofing. 

















LU-RE-CO PACKAGES 
(begins on page 50) 





tures of a Mayer and Peterson home 
on these pages. 

Components are fabricated for the 
Mayer and Peterson firm by Black- 
stock Lumber Co. Components include 
wall and window sections, trusses and 
floor systems. 

The builder also relies on Black- 
stock for plot plans, architectural ad- 
vice on color schemes and landscaping, 
advice about new products. 

Quality. Both Mayer and Peterson 


have strong opinions about the value 
of the components provided by Black- 
stock Lumber. 

“The quality is higher than the quali- 
ty of conventional construction,” Mayer 
said, “because only quality material 
can be used to make the components. 
There is a precision that is actually im- 
possible in conventionally built homes 
in the same price range.” 

Peterson said there probably would 
be no difference in the cost of compo- 
nent construction and the cost of con- 
ventional construction on a one-house 
basis. 

“The benefits of components come 
from the high degree of control we 





... Small enough... to do it right 


This is Rosboro... with a reputation for 
quality finished lumber products. Our extensive 

mill layout and modern methods enable us to 

do all things that are done by the largest lumber 
operations... and to do it the most economical 
way. Yet, being small, we are able to give personal 
attention to each customer's needs. Mixed carloads 
and combinations of plywood with lumber are 
available to your specifications. 





DOUGLAS FIR 
WEST COAST HEMLOCK 
PLYWOOD 


LUMBER COMPANY 


SPRINGFIELD. OREGON 


Riverside 6-2557 
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have over the business,” he said, “and 
from the speed with which we can put 
a house together. The definite and val- 
uable advantages of the component sys- 
tem are reduced overhead, reduced 
time on a job (typically, we have the 
roof finished after the third day on a 
job), less interest on loans because of 
erection speed, and, therefore, less 
working capital required. 

“For our operation—and probably 
any operation that wants to grow—the 
component system is good sense. For 
a one-a-month builder, the savings 
might tend to disappear.” 

He also pointed to a definite labor 
savings through components. 

“There is what you might call a 
‘favorable learning time’ factor,” he 
said. With a crew of six men—includ- 
ing two laborers and an apprentice— 
Mayer and Peterson recently built a 
1 ,600-square-foot ‘custom’ house adapt- 
ed to the Lu-Re-Co system from 
another plan. 

“We formed the foundation on a 
Thursday and poured concrete the next 
day,” Peterson said. “Monday we re- 
ceived the components by truck about 
noon. By Tuesday we had finished the 
roof deck. Wednesday we had a fin- 
ished roof and also had completed the 
subfloor and underlayment and closed 
in the soffits. By Friday—a week after 
we started—we were able to pull our 
crew off the job.” 

The only special equipment used was 
a power nailer. With this, the crew 
nailed the %-inch C-D fir plywood 
roof deck in 75 minutes. 

Mayer said a three-man crew built 
the first two Emblem homes the firm 
erected. The homes were Abilene mod- 
els, 1,066 sq. ft. homes. The Abilene 
has three bedrooms, one bath, a living- 
dining area and a family room. The 
two L-shaped homes are on adjacent 
lots, but were given different exterior 
treatments. Both houses were built and 
the grounds landscaped in 22 work- 
ing days, The crew included two car- 
penters and a laborer. 

Builders in Tacoma who have 
watched the Mayer and Peterson firm 
prosper in a time when building ac- 
tivity has been less than favorable have 
taken a new look at the component 
methods. 


Hines Executive and Family 
Killed in Oregon Auto Crash 


An auto accident the night of No- 
vember 20th claimed the lives of an 
Edward Hines Lumber Co. executive, 
his wife and five children 18 miles 
east of Eugene, Ore. 

Howard Lemons, 39, general man- 
ager of Hines’ West Fir (Ore.) whole- 
sale operation, was driving his wife 
Gloria, 35, and their five children to 
West Fir after a visit to Eugene. 
Swerving to avoid an approaching car 
in the blinding snow, Lemons lost con- 
trol and the car dived into Dexter 
reservoir. ~ All seven persons were 
killed instantly. The family was buried 
November 25th in Mt. Calvary ceme- 
tery, Eugene. 
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THE NRLDA SHOW IN SAN FRANCISCO! 


lumber 
units 
customized 
to match 


your 
fork-lift 
capacity! 


Muialintaivze 


LUMBER SYSTEM , 


7 
i 


You sell random-lengths without repackaging ot 


One more service from Southwest ! Take advantage of the No. 1 way to save lumber y 

handling costs in your yard. Lumber UNITIZED in the Southwest system gives & Southwest Forest 
you practical footages in each package . . . with all pieces accurately tallied. ? Industries, Inc. 
And you fill most customers’ orders by delivering clean, tip-top lumber to 

job site without breaking mill strap. Full details in handy wall chart. ? Winsce: wand: “his skall: Ghent 
Return coupon to nearest office, or see your Southwest representative. on SFI Unitized Lumber System” 


I 


Beers Rone. Sate 
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WIDEWOOD 


THE BIG MATERIAL 


FOR THE BIG 
IMPRESSION 


Hines Widewood is bigger than the logs it’s made from. 

It consists of selected pieces of kiln-dried Ponderosa Pine 
precision joined and electronically glue-set to give you what you 
want in wood—all in one piece. 


In the Irvin A. Blietz ‘Carriage Hill’’ development in Glenview, 
Illinois, Widewood was used for pillars and fascia in 24” to 32” 
widths, creating massive wood trim elements to relieve the 
expanses of brick in large town houses and enhance their 
architectural beauty. 


In this application, Widewood cost the builder about $500 less 
per thousand feet than custom-glued panels. It was easier to 
work with than plywood because its solid wood edges eliminated 
the problem of finishing plywood edges in the pillars and its 
long lengths required fewer end joints. 


The built-up structure of Widewood resists the warping and 
cracking sometimes experienced with large pieces of ordinary 
lumber. It’s the ideal material for fascia, counter tops, shelving, 
cabinets, platforms, soffits, cornices—any use where a 
warp-resistant, extra wide board is desirable. 


Available in three grades: Common, Selected and 100% Clear. 
Standard sizes (4” to 12” and 18” to 24” widths) in stock in many 
lumber yards. Other sizes available on special order. Lengths to 
24’. Widths to 52”. 


“We used several sizes of Widewood for fascia 
and decorative columns...We couldn’t have achieved 
the same results with any other material.”’ 


Bruce Bliietz, vice-president of the 
Irvin A. Blietz company 


INES 


fp-s-aro 


Edward Hines Lumber Co. 
Sawmills at Hines, Westfir, Edward Hines Lumber Co. 
Dee and Bates, Oregon. 200 S. Michigan Ave., Chicago 4, Illinois 
Other plants: Plywood, Westfir; . ’ , , 
Hordbord, Dee; Millwork, Baker Please send me free samples and information about Hines Widewood. 
ond Hines, Oregon. 
Engineering and 
Development Division: Just clip this coupon, sign your nome, ottach to your letterhead ond send fo the 
Hood River, Oregon. | address above. 


Dept. 47 
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This table includes a complete listing of all members of the 
Douglas Fir Plywood Association, along with their products. 
All the mills in the table manufacture standard lines along 
with the specialties indicated in the columns. Mills which do 
not offer special products as a rule are listed below the 
table. Although changes occur in both DFPA membership 
and mill production, current information is available from 
DFPA and, in many cases, from your plywood supplier. 








PRODUCT directory 
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Aberdeen Plywood & Veneers, Inc (5) Klamath Hardwoods, inc 
Box 1036, Aberdeen, Wash ?. 0. Box 43! . 

APCO Division x x x Klamath Falls, Oregon & 

Herber Division : ‘ ° a Ag is P ‘ — Zinc — — +—4—_4 —j— 
Anacortes — Inc mie) Be ‘ me Oe i ely ~ 5, Box 28 " x x ja y® |x 
___ Anacortes, Wi Bae Sa HE BET se bs tugene, Oregon is 

Arcata Plywood Co Corp ] Martin Bros. Prod. Corp . a tn 
P. 0. Box 427 x Oakiond, Ba ee & 
——facata, California ae eb 5 Medford Veneer & Plywood Corp 
P. 0. Box 507 x x 


Boise Cascade Corp 
807 Terminal Sales Bidg 
Portiend 5, Ore 


















_Valsetz Division a. Ts WA 
Cesta Prone Cony 
bide tion 


P. 0. Box 1383 x 
Tocome |, Wash. 
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—fentratia, Wesh. cca 
Cloverdale Plywood Co i P. 0. Box 337 x x 
* P. 0. Box 95 |x Crescent City, Calif pe SS 
: Coverdale, Colifomig Company 
(3) Columbia Veneer Co ?. 0. Box 1477 x x inde 
P. 0. Box 1767 x x et ee Tacome |, Washington 
Sento 11, Yom aa Ore-Wash. Plywore : 
Coos Bay Timber Co Garibaldi, Oregon 9 pet 
P. 0. Box 607 x Coast Company 
Coquille, Ore P.O. Box 8 x x x * 
Coos Head Timber Co ; Sonoma, Colifemio 
P. 0. Box 750 , Pacific Plywood Co 
Coos Bay, Oregon P.O. Box 78 ’ i 
Coquille Valley Lbr. Co. Dillerd, ae Ss 


p. 0 Box 5964 

























Dorable Fir Ube & Plywood Co. 
Mamie Pork, Colt. 
Durable Plywood Co 
Menlo Park, Calif 




















Lumber & Plywood Co 





























6637 SE. 100th Ave ais 
Portland, Oregon Roseburg, Oregon 
Elma Plywood Corporation fi ‘ St. Paul & Tecoma Lumber Co 
Eima, Washington 2 = 1220 St. Poul Avenve xix]? x xix de ix da ]* [x 
Eugene Plywood Co Tocome 2, Washington mY! 5 See 
P. 0. Box 3314 x Sumpson Logging Co 

2301 Ne. Columbie Bivd 























Everett Plywood & Door (orp. 






































P. 0. Box 909 x x 
Everett, Washington P.O. Box 269 x x x ix 
Farwest Plyweod Company Grants Pass, Oregon ter ae pee TONG Sere A Peet aS SA Bee 
2142 East Dy xix x Stondord Veneer & Timber Co 
Tecoma, Weshngtor: P. 0. Box 578 x 
Fir-Ply, inc gage Sa et Crescent City, Calif vena. 
P. 0. Box 9 x Sunset Plywood Co 
Medford, Oregon 6067 District Blvd x x 
Fort Vancouver Plywood Co Los Angeles, Calif Ry 

x x : x ® : 


P. 0. Box 289 x x 
Vancouver, Washington 


















P. 0. Box 193 
Tillamook, Oregon eo , a 
Timber Products Co 7 
P. 0. Box 1032 
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(4) Industrial Fiywood Corp 






































































P. 0. Box 569 xix dx a wi re 
Ao | aT ee Western States Plywood 

spree — ba gam On mix de de dx dada de de de dx dt tx he ms Pan " 
"Jones Veneer & Plywood (o. spe. Weyerhaeuser Co 

P.O. Box 252 x x x Weyerhaeuser Building x x ix ix ix x ix |* Ix 









































Eugene, Oregon 









Wesh.; Von-Evan Co., Drower “(,” Missovle, Mont., Willamette Plywood Medford, Ore.; Kiamath River Plywood Co., Crenent City, Calif; Poyette 









The following mills de not offer specialty products, os rule, but are = Cloverdale, J Wash. 
te produce exterior type panels: Astorio Plywood Comp. Box wood Assor., 10504 LW. St. Helens Rood, Portiond , Ore, Lund Plywood — Corp., Box 208, Aumsville, Ore., Winton Lumber (o., Mortell, Calif Fiywood Corp., Box 159, Payette, Idaho; Plywood Mig of Calif, Inc., 
117, Astona, Ore; Bate Lumber Co., Executive Bldg. Portiond, Ore; — & Mig. Co, Box 146, Crescent Gity, Colit; Multnomah Plywood Corp, 5. bitin dk he se ines dias” S00 Raadagees, Hevea Gall Segue Ber Com. tox 931, 
Bingen Venec’ # Plywood Co. Bingen, Wosh.; Bohemic Lumber Co., inc, 1500 SW. Marbor Woy, Portiond |. Ore.; Notional Plywood, in., Box tefontng taterlor type panels enly: Coraline 1 ane 
Colp Crack, Ove » Dowglos ‘ir Piywood (o., Coquille, Ore; Drain Piywoed 1225, Ore; Oregon Plywood Gorp., Sweet Home, Ore; Oroply _Prwoed, ire. Box 397, Medtord, Ore. flirt Boy Mii Co, 600 West Gromts Poss, Ore; Stimson Lumber Co, Bax 68, Forest Grove, Ore.; Ir 
Co. Box 297, hein, Ore.; Geergie Pacific Timber Co., Box 248, Spring- Comp, Box 111, Oroville, Coli; Pocith Lumber Co., 200 Gush Street, San Spokane, Seottle 4, Wash; Interstate Contoiner Corp, Box 790, Red Stole Piywoud Co., Box 519, Sento Core, Call; Walworth Plywood Co.. 
e Blof, Colil.; Linn Phywood Corp, Box 385, Albany, Ore.; McKentie River Box 367, Walworth, Wisc.; White City Plywood Co., Box 387, White City, 


fidid, Ore, Hordel Mutvel Plywood Corp. Box 365, Olympic, Wash. 
Jeflerson Plyword (o., Madras, Ore; KVY Calif. Mills, ime, Box 217, 


(1) All manufacturers of High Density overlaid parels ore equipped to deliver panels with Kimpreg 8000 overlay, « sovtese doviguad to quovile« sees celeed apse ter witbiet a lopendh 
(4) Also make 2.4.1 with long edges only tongue-end-grooved 


(2) Contact individual monutocturers for specifications 








ber (o., Box 1098, Springfield, Ore; Stevenson 


(3) Also make shiplap 2.4.1 





Piywood Corp., Box 245, Springfield, Ore.; Ore. Veneer (o,, Box 1364, 


(5) Offers marine 





Ore., Yamhill Plywood Co. Box 538, McMlinaville, Ore 


grade in 4 by 8 panels only 
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Whats New 
in PLYWOOD 


QUALITY 
REVIEW 


QUALITY CONTROLS SUPERVISORS show up in 
unexpected places at unscheduled times. 
Above, a DFPA inspector watches mixing of 
glue. The mills must use this batch of glue 
within a specified time to provide a depend- 
able bond. The inspector will check to make 
sure the time limit is observed. He will also 
make spot checks and get samples for testing. 


DFPA Fights 


‘ 


®@ One-third of plywood sheathing produced in the west 
today is manufactured outside of the Douglas Fir Plywood 


Association. 


@ Much of this plywood is mill-stamped without any outside 


certification. 


@ This means that quality cannot be taken for granted by 


dealers and distributors. 


HE PROBLEM OF BUYING 

PLYWOOD is getting increasing- 
ly complex. There are more grades on 
the market to handle specialized ap- 
plications. There are more species 
with variable minimum thicknesses re- 
quired in different applications. Price 
practices and channels of distribution 
have been altered substantially. 

Through all this the dealer purchas- 
ing agent has been able to assume 
that he could take quality for granted. 

But can he? 

Time was when almost all softwood 
plywood on the market consisted of 
panels tested and inspected by Doug- 
las Fir Plywood Association. 


PLYWOOD INFECTED WITH WHITE 
POCKET, which was ordered removed 
after its discovery in tract home by a 
building inspector. White pocket has lit- 
tle effect on plywood strength but in- 
discriminate use of veneers such as above 
is prohibited. 


Today all this has changed. 

There are now two commercial 
testing agencies in addition to DFPA 
certifying plywood as to quality. A 
good deal of plywood is simply mill- 
stamped without outside certification 
of any kind. The commercial testing 
agencies put different interpretations 
on the grading rules governing quality 
of veneer. 

Under these conditions, many mills 
making good plywood are fighting 
hard to survive. Although DFPA 
mills account for 85% of industry out- 
put, the total volume of plywood 
outside DFPA has increased substan- 
tially. Today, one third of the ply- 


LAPPED CORE VENEER within a plywood 
panel is shown at pencil point. This con- 
dition is seldom as obvious as shown; 
it's sometimes hard to detect with naked 
eye. Lapped inner plys contribute to de- 
lamination and loss of strength. Rigid mill 
inspection can prevent it. 
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FINAL TESTING MACHINE for plywood ex- 
terior-type samples. They have been boiled 4 
hours, baked 20 hours, boiled 4 more hours 
before placed between steel jaws of this ma- 
chine and torn apart. Failure must occur in 
the wood, proving that the glue is stronger 
than the veneers themselves if the panels are 
to meet DFPA specs. 


for Quality Control Standards 


wood sheathing produced in the West 
is manufactured outside DFPA. 

As a result, the DFPA mills say it 
is no longer possible for the buyer to 
take quality for granted. 

Says W. E. Difford, association ex- 
ecutive vice president: 

“The best way to make sure you 
are getting a good product is to speci- 
fy DFPA grade-trademarks on the 
plywood you buy. The industry’s test- 
ing and inspection program has been 
strengthened and sharpened over a pe- 
riod of 20 years to assure uniform 
high standards of performance. 

“Further, it is the DFPA mills who 
have invested their money year after 
year to build bigger markets for the 
distributors and dealers selling this in- 
dustry’s output. Those mills making a 
real effort to produce dependable 
quality deserve the support of every 
distributor and dealer in the country.” 

Because of the association’s con- 
cern with quality, even some of the 
DFPA mills argue that the Commer- 
cial Standard is too tough. They say 
that at current price levels they can't 
meet the requirements of the new 
Commercial Standard and stay in the 
black or compete with mills using 
commercial testing agencies which 
permit utilization of heavy white 
pocket in certified material. 

White et. This is a fungus 
growth which affects much of the tim- 
ber in southern Oregon. It stops when 
the tree is cut. In its early stages it 
has little effect on strength or glue- 
ability and can be used under ade- 
quate controls in plywood without 
sacrificing strength or durability. In 
its advanced stages, it seriously im- 
pairs the strength and glueability of 
the veneer. 

“If heavy white pocket is permitted 
in certified material,” says Difford, 
“the danger is that defective plywood 

(continued on page 58) 
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FIGHTS FOR STANDARDS 
(begins on page 57) 





may find its way into critical struc- 
tural applications. If it fails, it can 
give our whole industry a black eye 
and destroy the acceptance of plywood 
it has taken us so long to achieve.” 
Difford says the situation is similar 
to what occurred during the period of 
self-certificaton about two years ago. 
At that time, DFPA mills were press- 
ing research on white pocket through 
Forest Products Laboratory. How- 
ever, some of the mills in southern 


Oregon were unwiiling to wait for the 
final results and they self-certified ply- 
wood with white pocket as conforming 
to the Commercial Standard. 
Subsequently, after spending $50,- 
000 on the research, the DFPA mills 
provided for the orderly and controlled 
use of “X” veneer or light white 
pocket through amendments to the 
standard. This solved part of the 
problem but it left the problem of 
heavier white pocket still open. The 
association has been pressing hard for 
the developments of products that 
would permit utilization of heavier 
white pocket in plywood within an or- 
derly framework under controlled con- 








( Here's the one that \ 
WON'T SHRINK 


This modern plastic in 
powder form makes 
lasting repaits in tile, 
wood or plaster. Pays 
dealers a bigger profit. 
SELLS BETTER because 
it WORKS BETTER. 


“WATER 
PUTTY 


WIL NOT SHRINK 
STICKS AND STAYS DUT 
t 








, 


Most dealers repo 
“Our sales of Dur- 
™ ham’s Rock - Hard 
Water Putty keep 
doubling, year after 
year.” What’s more, 
Durham's Rock- 
Hard Water Putty 
ives you by far the 
st profit margin on 
any product of this 4 
nature. Use it yourself, and you'll quickly 
see why it sells so fast, and repeats so regu- 
larly. Many patching materials may at 
fall out or chip off. Durham’s Rock-Ha 
Water Putty does not shrink. Absolutely 
not. It sticks and stays put. You can saw or 
chisel it, paint or polish it to a velvet smooth 
finish. Easy to use. Keeps indefinitely. So 
economical. Just mix with water as 
needed. « Packed twelve 1-lb. cans or six 
4-lb. cans to case. Keep some of each on dis- 
play. Available in 25, 50, 100-lb. drums for 
dustrial users. Order from your jobber. 


The PLASTIC Repair Material 
in POWDER Form 
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ditions. 

“Today we seem to be almost back 
where we started,” says Difford, 
“some mills don’t want to wait until 
the research has been completed. 
They are using heavier white pocket 
in certified material now.” 

Speaking before an audience of 
both DFPA and non-member mills 
this fall, Difford asked this question: 

“The DFPA mills believe the way 
to solve the problem of low-grade 
white pocket is to work out a basis 
on which plywood of this quality can 
be sold in special products with new 
grading rules. Without this basis we 
can’t get acceptance. 

“It looks now like we can develop 
grading rules for a special farm panel 
and a new underlayment grade that 
will absorb most of this material 
without impairing the quality of our 
standard grades of sheathing. These 
products should absorb most of the 
usable white pocket available to this 
industry in profitable outlets. This is 
the DFPA mills answer to the prob- 
lem and we believe it is the only way 
to keep faith with our customers.” 

Meanwhile, DFPA mills are putting 
more emphasis on promotion of qual- 
ity on the theory that as competition 
from other materials gets fiercer they 
can’t afford to let their standards 
slide. 

The association owns the DFPA 
grade-trademarks and licenses ply- 
wood manufacturers to use them on 
their production. DFPA retains the 
right to withdraw this right if the 








LOW COST 





manufacturer fails to meet require- 
ments. 

‘Through DFPA, the member mills 
have established a definite procedure 
for qualifying for grade-trademarks 
and methods for double checking 
when it appears that withdrawal might 
be necessary. Should this occur, as it 
occasionally does, there are equally 
effective reinstatement procedures. 

Control. Accelerated glueline tests 
are one of the essential ingredients in 
plywood quality control. But these 
aren't enough. In-plant inspection 
must be equally effective. DFPA ex- 
perience has clearly shown that in- 
spectors assigned full-time at any 
plant are apt to be influenced or 
dominated by mill personnel and to 
lose their effectiveness as inspectors. 

Because of this, DFPA eliminated 
the inspector in each plant many years 
ago and developed the traffic-police- 
man type of inspection in which 
traveling quality supervisors make un- 
announced inspections at different 
mills. Inspectors are also rotated from 
group to group to maintain their in- 
dependence of mill personnel. 

Meanwhile, test samples are ex- 
posed to the weather without protec- 
tion of any kind. 

This year DFPA mills invested $1.2 
million in quality control and sup- 
porting engineering and product re- 
search. They are spending $1.3 mil- 
lion to keep 80 trained field promo- 
tion representatives in the dield. To- 
tal investment by the DFPA mills 
this year in quality control and pro- 
motion tops $5 million. Since 1938, 
the mills have spent $35 million on 
this effort. 

“These are the reasons,” says Dif- 
ford, “why we believe distributors and 
dealers should support the DFPA 
mills in their buying.” 


Adds to Facility 

MINNEAPOLIS—A $300,000 addi- 
tion to Northern Plywood and Mill- 
work Company’s plant and ware- 
house has been completed. George M. 
Posselt, president, said the new struc- 
ture doubles former facilities. 


SFI Reorganizes, Names 4 
PHOENIX, Ariz.—Southwest For- 

est Industries, Inc., has been reor- 

ganized into four major subdivision, or 


groups, according to J. B. Edens, 
president. They include administration, 
transportation, wood products and pa- 
per products. 

“Diversification of our company 
from purely a lumber manufacturer 
into an organization that embraces 

ig paper products and wood parts and 
ia thick” Poder deeds 2 fect s'iminute | Products makes it essential for us to 
otor. streamline and decentralize our op- 
Delivered on easy payment plan with full money erati ions,” Edens said. 


back guarantee. i 
Find out today how the 910 can provide extra Each new group will be headed by 
production and more profits for your company. an executive vice-president. P. 2. 


Send for Complete Facts Today Gaffney will head administration; S. 

" E. Mounes, transportation; E. L. 

BELSAW MACHINERY co, Quirk, wood products and R. E. Bak- 
9091 Field Bldg., Kansas City 11, Mo. er, paper products. 


, THE FIRST 
‘i “a PLANER-MOLDER 


The New Belsaw 910 turns rough lumber into 

all popular Millwork Patterns. 

Now a production machine that PLANES, 

MOLDS and SAWS in one continuous power 

feed ration. A versatile money-maker for 

our shop. 

e Belsaw 910 face molds up to 11 inch wide 
edge molds to 6 inches wide—planes 
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KITCHEN AND BEDROOM scenes [right and below) in B&C 
Construction Co. post-and-beam prefab home featuring double- 
grooved plywood paneling in every room, sold by Paxton 
Lumber Co. 


LIVING AND DINING ROOMS in B&C home. Prefinished ply-. 
wood panels go up fast on prebuilt component walls, save 
builder time and money. 
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Des MOINES. 


ARDWOOD PLYWOOD is a money saver for mer- 
chant builders, according to Jim Bianci of B&C Con- 
struction, Carlisle, Iowa. 


“We use paneling in every room. They provide warmth 
and sales appeal. And they give us several hundred dollars 
in savings compared to painted walls,” Bianci said. “We save 
painters’ labor and cleanup costs. The panels save con- 
struction time.” 


Frank Paxton Lumber Co., Des Moines, sells the house- 
full of prefinished plywood paneling to B&C and other 
builders. 


Pictures above and at left show installation in a typical 
$20,000 B&C home—plywood paneling in every room. 


Harold Dunbar, manager of Frank Paxton Lumber, Des 
Moines, said that prefinished plywood ties in with the trend 
to fast prefab erection. The Paxton yard is now producing 
prebuilt structural component homes and includes pre- 
finished plywood paneling in the packages to contractors. 
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What's New 
in PLYWOOD 


PROMOTION MODEL of ‘‘leisure-time 
home" was erected at Van Buren & Co., 
Inc., San Antonio to lure prospects. This 
jalousie window and stair picture is a 
closeup of the model drawing at right 
which appeared in a local newspaper 
during the sales campaign. 


PROMOTION TIPS 


ROMOTING VACATION homes 

in the mild year-round climate oi 
south Texas quadrupled fir plywood 
sales for Van Buren & Co., Inc. this 
year. 

Not only did this lumber and build- 
ing materials dealer increase store 
traffic and sales by the leisure-home 
campaign, but also found the door 
opened for project financing as well. 

Learning that Van Buren was a 
participant in U. S. Plywood Corpora- 
tion’s vacation home Sweepstakes con- 
test (see A.L., September 26th issue, 
page 17), a nationwide financing con- 
cern contacted the retailer. It offered 
to finance several projects that Van 
Buren hadn’t been able to arrange for 
prior to that time. 

Douglas D. Van Buren, president, 
said his firm benefited in many ways 
from its fir plywood vacation home 
promotion. 

“We had fun in the sales cam- 
paign,” he said. “We increased store 
sales and established better customer 
relationships. We feel we will get con- 
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tinued patronage from these customers 
and we can build our leisure home 
sales into a year-round project.” 

Displays. Van Buren featured ply- 
wood exterior siding and interior pan- 
eling in store displays. The building 
materials merchant also built a leisure 
home model at the yard and another 
at San Antonio’s home show, adver- 
tised as “Leisure-Time Homes by Van 
Buren.” 

An “A” frame, or “Lookout” ply- 
wood cottage was chosen for display 
purposes. The 26’ high two-story va- 
cation home had a 144-square foot 
porch and 508-square foot lower level. 
Upstairs contained 268 square feet, 
not counting the lookout deck of 112 
square feet. 

Van Buren emphasized that the cot- 
tages would be built on the buyer’s lot 
with no down payment and budget 
terms. The leisure homes could be 
built to customer specification or ac- 
cording to free plans from Van Buren, 
obtained from the Douglas Fir Ply- 
wood Association and adapted to 


south Texas’ mild climate. 

Construction. Vacation home mod- 
els were completely finished on the 
outside. Included were aluminum win- 
dows and screens, outside doors and 
two coats of paint. Flooring and par- 
tition studs were installed for do-it- 
yourself finishing. The dealer offered 
both precut handyman kits or erected 
shell houses for sale. 

Playhouse. At the San Antonio 
home show, April 3-10, Van Buren 
built and donated for giveaway a 
scaled-down “Retreat” playhouse mod- 
el of the “Lookout” leisure home. The 
20’x30 model featured fir ply- 
wood exterior paneling, finished in na- 
tural tone, plywood interior paneling 
in oak color and a white roof. Ply- 
wood beams were painted orange, 
porch white and a_ geranium-filled 
white planter was erected before the 
entrance. 

The floor was tiled with vinyl as- 
bestos. Miniature sink had an orange- 
colored laminated plastic drainboard. 
The model was complete with light 
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See it at the Heme Show 


ON THE PATIO 














2731 Roosevelt Ave., San Antonio 


26 feet high 


2 stories 


Ne Down Payment. 
Built on Your Leti 


LE 4-5451 


DEALERS WANTED 





LEISURE 
HOME 
PACKAGE 
SALES 











FOR VACATION HOME 


Ban- 
ners throughout the store reminded 
viewers of both the contest and Van 


fixtures, curtains and lounging pillows 
on the floor. 

“This tied in with our year-round 
advertising theme of avme building 
and remodeling,” said Van Buren. “In 
the past we have handled many home 
improvement jobs ranging from $100 
to $1,600, for which we sold these var- 
ious building materials. Now we were 
showing how they could be used for 
vacation cottage construction.” 

Advertising. When Van Buren was 
erecting the home show model on a 
downown patio, a San Antonio news- 
paper took pictures and ran a story 
in Sunday editions. In addition, a local 
TV station showed the construction on 
a news program. 

Daily radio spot announcements re- 
minded listeners during the promotion 
of Van Buren’s many home remodel- 
ing services. Leader items were 
stressed in day-to-day newspaper ads 
to encourage walk-in trade. Other 
ads featured the Sweepstakes promo- 
tion and leisure-time homes. 

Store reminders. All the dealer’s em- 
ployes wore attention-getting buttons 


to prompt customer questions. 


Buren’s vacation homes. A window 
display suggested tips on summer 
home improvements. Free cottage 
plans were offered. Leisure home lit- 
erature was featured in the Idea Cen- 
ter. 

Direct mail. Van Buren inserted an 
explanatory letter in a direct mail 
piece sent to homeowners in the area. 
Contest entries were included with 
monthly statements to customers. 
Everyone was urged to come in and 
look around while depositing contest 
entries. 

“This promotion made us aware of 
the advantages of properly placed ad- 
vertising,” said Van Buren. “Vacation- 
time in Texas extends nearly all year- 
round. We increased our plywood 
sales 400% as a result of our promo- 
tion and the U. S. Plywood contest.” 

All these promotion ideas helped 
put Van Buren & Co., Inc. over as 
one of the top winners in the Sweep- 
stakes Panelbild home contest. 
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: PICTURE FRAME 


SCREEN DOOR INSERT 
Full Size $12.50 


Decorative Louver 


Half Size $6.50 


Pre-Finished 
Mahogany Paneling 


’x8 $900 


Sheet 

Be sure to register before 
June 4 for Vacation Cot- 
tage (as advertised in 
Life) to be given away by 
U.S. Plywood Corp. 


Van Buren & Co. 
I svat Roosevelt LE-4-5451 + 
REGULAR ADS by Va Buren featured 
prefinished mahogany paneling and em- 
phasized the need to register in the va- 
cation home contest by June 4. 
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SANDED GRADES 


Complete line for general use — 
floor underlayment, attic and 
garage walls, cabinets and 
built-ins, boats and many other 
practical uses: 2’ x 6’ thru 5’ x 
50’ panels in 4%”, 5/16”, 3,4”, 
16”, 44" and %4” thicknesses. 


One 
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Source for 


Gain the added customer acceptance of these two 
nationally advertised seals of quality! 


Ever notice how fast customers reach for nationally advertised 
products over little known brands—even when the price is the 
same or a few cents more? 


That’s an important advantage to you in stocking Weyer- 
haeuser 4-Square Plywoud and Plywood Panels! Not only can 
you depend on the longstanding reputation of Weyerhaeuser 
quality, but the continuing force of national advertising that 
works for you in creating acceptance for Weyerhaeuser Products 
among consumers and trade factors. 


Add to these the undisputed value of the DFPA seal of 
quality and you have the double-barreled advantages of meeting 
your plywood sales objectives . . . without added cost to you. 
Ask your Weyerhaeuser Representative about the completeness 
of the 4-Square line of products or write direct to Weyerhaeuser 
Company, Trade Promotion Department, Tacoma 1, Washington. 

3 eo BP WE ty ty ; 
All Weyerhaeuser 4-Square Fir and WSP 


’ a 

fd oe Plywood bears the DFPA (Douglas Fir Ply- 
é : & wood Association) stamp of tested quality. All 
5 Testep ' Weyerhaeuser 4-Square Plyscord Sheathing 
‘ : Suassier a : : 
‘ ou Al ITy ; carries in addition, Weyerhaeuser’s own writ- 

. e ten performance guarantee. 
? 


% 
nn an oo # 
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SHEATHING GRADES 


Now, added to the general line, is the 
new specially engineered WSP Ply- 
scord sheathing grade. Exclusive 
features: —Ply-grip glue, Dri-edge seal, 
factory marked for 16” and 24" centers, 
written glue performance guarantee. 


any Plywoods 


SPECIALTIES 


Now—a complete line of soft- 
wood plywood panels — 
brushed, embossed, scarfed, 
grooved or plain... plus, 
seven most popular species in 
hardwood plywood panels. 














Weyerhaeuser Company 


Lumber and Plywood Division 
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PARADE OF PANELING in full-size sheets has boosted the sales of this product 
since Latham Bros. Lumber Co. opened their new store in Mineola, L. |., N. Y., earlier 
this year. Each sheet is identified, price-marked and easily removable. 


nel Bohman vunenenasmenntingil 


LOUVERED FOLDING DOORS in prefin- 
ished walnut and unfinished mahogany 
are used to separate two private offices 
from the showroom. These retail at ap- 
proximately $175. 


Flexible Paneling Display Boosts Store Sales 


Easily-removable, full-size sheets of paneling displayed 
across the back wall have helped this New York dealer gain 


new homeowner and contractor business. 


LEXIBILITY is the keynote of the 

dramatic paneling display in the 
new showroom of Latham Bros. Lum- 
ber Co., Mineola, L. L, N. Y. 

“Our business is changing fast and 
we have to change with it,” explains 
Darrow Latham, a partner with his 
brother, Kenneth. 

Darrow is quick to point out the 
versatility of the display of eight full- 
size paneling sheets, each one labeled 
and price-marked, across the entire 
back wall of the showroom. Addition- 
al samples are found in individual pri- 
vate offices. 

Each 4’x8’ sheet can be quickly re- 
moved, since it merely fits into a slot 
and is held in place by 1%” square 
baluster and four turn screws, The 
flexibility of the display proved itself 
within a few months when one sample 
was discontinued and another was in- 
troduced. 

The panels are easily spotlighted by 
swiveling bullet lamps, which slide 
along tracks cleverly inserted between 
the 23x14 beams with a 2x10 spiked 
between. 

“We believe it is better to have the 
wall selling something, rather than 
used just for storage,” adds Darrow. 
“Homeowners are more willing to part 
with their dollars if they can see what 
the job is going to look like when fin- 
ished. Another reason for the exten- 
sive paneling display is to attract wom- 
en—if the woman of the house is 
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pleased, her husband is likely to be 
pleased, too.” 

Darrow is convinced that the panel- 
ing display has already helped increase 
sales to both homeowner and contrac- 
tor customers. Homeowners like to see 
the full-size sheets rather than small 
samples and contractors frequently 
bring their homeowner clients to see 
the exhibit. 

Everything labeled. Each full-size 
sheet is identified and priced by a neat 
sign. Example: “Latham Bros. is 
pleased to offer Mapletone birch by 
Georgia-Pacific—only i5¢ per square 
foot. Available 4'x7’—$12.60 or 
4’x8’—$14.40.” Panels are displayed 
by ascending price order. 

Black plastic identification letters 
contrast against a white perforated 
hardboard background on each panel. 

Darrow estimates that 9% of the 
firm’s total sales comprise some form 
of paneling and since about 75% of 
the firm’s business is with homeown- 
ers, paneling is frequently tied to floor 
and ceiiing tile for attic and basement 
remodeling sales. 

Other product displays. Building 
materials have been incorporated ef- 
fectively for sales purposes in other 
parts of the store. Various samples of 
ceiling tile are found in the ceiling and 
these samples, also, are easily remov- 
able. 

A wide variety of flooring has been 
used in the 2,200 square-foot area 


embracing offices and showroom. Ma- 
ple flooring, selected for its toughness 
and covered with a special clear fin- 
ish which resists abrasion, was used 
for the main sales floor. This floor is 
dry-mopped daily and wet-mopped 
once a month. No wax is used. 

Oak flooring is used in two of- 
fices; two types of Bruce flooring in- 
cluding ranch plank is found in one 
office; Yellow Pine flooring in another 
and particle board in a third. 

Display fixtures are mounted on 
castors and steel perforated supports 
are used for adjustable shelving. 

A complete kitchen display with 
builtins and using three different types 
of wood cabinets, will be installed up 
front near the showroom window, 

The 52-year-old firm has never had 
a sizeable showroom before and the 
results have been noticed in less than 
six months. Their hard-paved, well- 
marked parking lot fronts on a heavi- 
ly-traveled street. 

Still another factor which is build- 
ing sales for the Latham Bros. is their 
new 36-page catalog mailed to 80,000 
box holders in the area. An artist's 
sketch in color of the new store is 
the front and back-cover illustration. 





Booklet Tells How to 
Install Paneling 

A new do-it-yourself book, How 
to Panel with Plywood, tells home- 
owner how to install hardwood 
plywood. The 32-page manual sells 
for 50¢. It is part of a new series 
of simplified how-to-do-it booklets 
published by Easi-Bild Pattern Co., 
Pleasantville, N. Y. 
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RMS To Train Many, But Franchise Few 


NEw YorK—‘“We acquired a fan- 
tastic fund of knowledge here,” de- 
clared Lester Gottdenker, Linden 
(N. J.) Lumber Co. “I was astounded 
by the methods of estimating price!” 


Gottdenker was responding to the 
award of graduation plaques for the 
15 men who completed the first 2! - 
week intensive management training 
course conducted by Richheimer Mod- 
ernizing Systems, Inc. here November 
22nd. Most of this group will be 
given RMS modernization franchises. 
Roman Rutka of Rotters Home Cen- 
ter, a building materials dealer in New 
Kensington, Penna., also attended the 
course. Charles Abrams, RMS presi- 
dent, warned that “fewer than 10% of 
the home modernizers trained by 
RMS will be accepted in our five- 
year franchise program.” 


Herbert Richheimer, chairman, said 
RMS was created to provide lumber 
and building materials dealers and 
contractors with “fundamental home 
improvement management methods” 
to insure satisfactory profits and 
growth. He explained that RMS will 
maintain “highly selective” standards 
in awarding home modernization fran- 
chises. 

Requirements. RMS has several re- 
quirements for franchised operations. 
Dealers and contractors must invest a 


RBG TRS 


minimum of $45,000 initial capital in 
their franchise, open a modernization 
showroom approved by RMS and pro- 
vide two additional supervisors for 
training. 

In return for their franchise fee, 
based on gross sales, selected retail 
merchandisers and contractors receive 
a variety of services. Included is a 
market survey to determine the best 
location of the modernization show- 
room, design of the showroom, co- 
ordination of manufacturer participa- 
tion in promotion, a regular adver- 
tising-merchandising service, regular 
operations analysis and supplemen- 
tary training. 

What you get. RMS claims that, 
properly implemented, its manage- 
ment methods guarantee: 

* A foolproof formula for estimat- 


ing nearly every type of home mod- 
ernization job. 

* A proved cost control and ac- 
counting system that returns at least 
5% profit on sales. 

* Protection against 
ing with customers. 

* A promotion program that will 
create a steady flow of qualified leads. 
¢ Big-ticket financing techniques. 

* Supervision systems to assure cus- 
tomer satisfaction. 

* Clear-cut patterns of relationships 
with salesmen, subcontractors and em- 
ployes. 

¢ All the standard RMS training ma- 
terials, including contracts and other 
forms, a price book, a salesman’s de- 
sign pack and complete manuals on 
every phase of the business. 

Nine building materials manufac- 
tures are participating in the RMS 
program. Included are Masonite Corp., 
U.S. Gypsum Co., U. S. Plywood 
Corp., Eljer Div., Murray Corp. of 
America, Westinghouse Electric Co., 
Johns-Manville Co., Flintkote Co., 
Owens-Corning Fiberglas Corp. and 
Armstrong Cork Co. 

Continued training. Each month 
from now on, up to 20 home mod- 
ernizers will receive thorough train- 
ing at the RMS Long Island center 
under director Fred Gorman (shown 
above instructing part of the opening 
class). For details, write RMS, Dept. 
AL, 280 Madison Ave., New York 16. 
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Bennett 2-WAY PANEL SAW 


Rip cutting 4° wide panel on Model 483. 
ing parel from machine. 


GIVE PROFITABLE CUT-TO-SIZE SERVICE! 


RIPS OR — 
CROSS CUTS — 


Other models cut panels 
up to 8’ wide. Both cross cuts and rip cuts made without Jamor- 





* No lifting or 
turning of 
unwieldy 
panels. 





© Plywood 
® Hardboard 
® Tileboard 





IMPROVED YEARLY 
Still Selling At 


1956 PRICES! 


%& No need for 
rule square 
or tape. 
Vertical and 
horizontal 
scales 
attached for 








® Plastic 
Laminates 


end other material 


up to 2 inches thick. Box 339 


Laceyville, Penna. 


RICHARD C. BENNETT selective cu's. 
MANUFACTURING CO. te SAFE. May be 


operated by 
unskilled 
help. 
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SELLS by 


demonstration 





of design 
and quality! 


FABRIC DOOR 


This neat foiding, narrow profile fabric door has so many 
builder and consumer features no dealer can overlook 
its sales potential. 
Builders appreciate its ease of installation—only seconds 
per door, no hanging, painting, hardware. 
Consumers like its good looks, its space saver qualities, 
washability, portability. It’s fire resistant, reversible 
and available in many lovely colors. 

For complete details see your distributor or write: 


THE COLUMBIA MILLS, INC. 
368 S. WARREN STREET * 
Circle No. 106 on Handy Cover Card 


SYRACUSE 1, NEW YORK 
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Whats New. 
in PLYWOOD 


Easy Wall Partition and Paneling 


Once wasted basement space is easily converted into a new 
living area in just one day by a do-it-yourselfer using new Easy 
Wall prefinished partitions and paneling. The stainproof, scuff- 
proof, fadeproof partitions easily slide in place and are secured 
by finish molding. Each 2’ x 8’ x 1%” partition has a thick, 
rig-d insulating core and is prefinished on both sides. Match- 
ing, %”-thick paneling with insulating backing is applied over 
furring strips with a staple gun. 

Easy Wall paneling and partitions are available in a dark 
brown or silvery gray wood grain finish. Partitions retail at 
95¢ a square foot; paneling, 44¢ a square foot. Simpson Timber 
“o., Dept. AL, 2041 Washington Bldg., Seattle, Wash. 
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new PRODUCTS 


Introduces Printed Paneling Line 


Beauti-Grain is the name of a new %4” printed panel now 
being marketed by a new Los Angeles firm. All patterns are 
mismatched and V-grooved and finished with Du Pont’s Du- 
lux. The new line of prefinished lauan paneling is available in 
a number of grain and color selections. 

A Beauti-Grain panel, 44” x 4’ x 8’ size, retails for $10. Of- 
fering a dealer discount of 30%, the panels are available from 
plywood wholesale jobbers. Each package contains 10 sheets. 
Dealer sales aids include 3-D viewer with colez slides, sam- 
ples and a plan of cooperative advertising allowances. Getz- 
gai Inc., Dept. AL, 607 South Central Ave., Los Angeles, 
Cali 

Circle No. 202 on Handy Cover Card 


Poly-Clad Plywall Package 
New High-Pressure Laminex interior 
doors are part of the new Poly-Clad 
Piywall Package for 1961. Other items 
include Polyclad Plywall prefinished 
paneling and molding, bi-fold doors, 
wainscoting kits, Wevedor panels, cabi- 
net stock and Putty Stiks for all 12 
Poly-Clad finishes plus standard Putty 
Stik color tones. Dealer sales aids in- 
clude a new Poly-Clad Sample Center 
display. Plywall Products Co., Dept. 
AL, P. O. Box 625, Fort Wayne, Ind. 

Circle No. 203 on Handy Cover Card 
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Adds Lavan Siding 


Deep 14” grooves provide a new eco- 
nomical exterior panel with sharp, verti- 
cal shadow lines. Called Lauan 1-11, the 
siding is available in three patterns hav- 
ing grooves either 4”, 8” or 16” on cen- 
ter. Available in 4’ x 8’, 9 or 10 
panels, the %” siding may be applied 
directly to studs, eliminating the need 
for separate sheathing. Its smooth sur- 
face of Philippine mahogany is easily 
painted. U. S. Plywood Corp., Dept. a 
5S West 44th St., New York 36, N. 
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Bamboo Plywood Offered 

The light-toned wood of Bamboo Ply- 
wood paneling has both a delicate verti- 
cal grain and unusual horizontal grain 
patterns. Sliced and laid carefully by 
hand from oriental bamboo, the new im- 
port is being marketed by Georgia-Pacific. 
The bamboo veneer forms the face on a 
solid lauan plywood core and back. 
Panels are available in two sizes: 24” 
x 8’ x %”, 32” x 8’ x %4”. For booklet, 
write Georgia-Pacific Corp., Dept. AL, 
Equitable Bldg., Portland 4, Ore. 

Circle No, 205 on Handy Cover Cord 
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HARDWARE BUSINESS 


Low-Cost Lockset Line 


A new line of low-cost residential 
locksets and latchsets is available. De- 
signated the 2-Line AlignaLock, it has 
an improved T-Zone lockset assembly 
and a 2%” standard rose.. Latchset assem- 
bly is said to be less than 20 seconds. 
Long-lasting finishes are obtained through 
use of a special lacquer designed for 
the line. 

Attractive point-of-purchase packag- 
ing is easy to stack and includes a 
template conveniently located in flap of 
box. Sargent & Co., Dept. AL, 40 
Water St., New Haven 9, Conn. 
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Stapling Equipment 

A typical use of a new line of stapling 
equipment announced by Fastener Corp. 
is installation of su>flooring demon- 
strated in photograph above. 

new Duo-Fast staple line offers 
16-gauge galvanized staples ranging from 
1-9/16” to 2” long, plus a new S-763 
Staple Nailer designed to handle the 
bigger staples. 

Full information about the complete 
line of Duo-Fast stapling equipment 
may be had by writing to the Fastener 
Corporation, Dept. AL, 3702 River Road, 
Franklin Park, Ill. 

Circle No. 207 on Handy Cover Card 


For more facts, use 
handy back cover 
coupon. 


Waterproofs Moldings 


A polybutene calking compound for 
waterproofing Marlite and other wall- 
board moldings in tub and water areas is 
announced. Called Marsh T-626, it’s 
packaged in tubes for easy handling. One 
tube of the light gray material fills about 
60 lineal feet of single trough molding. 

It’s especially designed for use with 
Marlite paneling, but can be used for 
other purposes where a non-hardening 
seal is desired. Flows easily at normal 
room temperature. The tube, packed in 
a carton, retails at 95¢. Marsh Wall Prod- 
ucts, Dept. AL, Dover, Ohio. 

Circle No. 208 on Handy Cover Card 


Suburban Tractor 

The Mark I is ideal for re- 
moving winter’s snow. Be- 
sides a front-attached plow, 
which also serves as a grad- 
er, it powers numerous lawn 
and garden attachments. Ac- 
cessories for the 5% hp unit 
include a moldboard plow, 
spring tooth, spike tooth and 
disc harrows. Porter-Cable 
Machine Co., Dept. AL, 700 
Marcellus, Syracuse 1, N. Y. 
Circle No. 209 on Handy Cover Cord 


Folding Fence 

Dealer cost is low as $1 
for 10’ of No. 428 Folding 
Diamond Fence. It’s of rug- 
ged all-steel construction, 
coated with plastic base 
baked-on-enamel. Overall 
height is 15”. Push in ground 
and form into circle, square, 
or zig-zag border. Shipped in 
cartons of 12 each. Better 
Biit Products, Dept. AL, Ad- 
dison Rd., Addison, Til. 
Circle No. 210 on Handy Cover Card 


A photoelectric cell housed 
in a case of clear, weather- 
resistant Tenite butyrate plas- 
tic, automatically turns out- 
door post lanterns on at dusk 
and off at dawn. Called Nite- 
Guard, it is made to fit into 
a section of 3” post. It’s pre- 
wired for easy installation. 
Progress Mfg. Co., Dept. AL, 
Castor Ave. & Tulip, Phila- 
deiphia 34. 

Circle No. 211 on Handy Cover Card 


Gate Latch 
Woodmack Adjustable 
Gate Latch can be adjusted 
in seconds with a dime or 
screwériver. Original  in- 
stalled position of the screws 
remains the same throughout 
adjustment. It is constructed 
of heavy-gauge, zinc-plated 
steel. Available in several 
sizes and models. Woodmack 
Products, Dept. AL, 1080 N. 
lith St., San Jose, Calif. 
Circle No, 212 on Handy Cover Card 





(For more new products, see page 68) 
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HARDWARE BUSINESS 


Brush with Flexible Handle 

A new wall brush designed to give 
gently with each brush stroke provides 
real comfort to a painter’s wrist. The gen- 
tle flexing also tends to keep paint from 
accumulating in the area of the ferrule. 
Produced only in the 4” width with Tynex 
flagged bristles, tapered and rubber set. 
A piece of tempered clock steel im- 
bedded in handle results in the fully con- 
trolled flexible action. 

K-Flex Wall Paint Brush retails for 
about $6.75. It is packed six to a box 
including a colorful display card. K-Flex 
Co., Dept. AL, Mound, Minn. 

Circle No. 213 on Handy Cover Card 





NEW PRODUCTS 


(begins on page 66) 





Multi-Purpose Flame Gun 


Jet Rod Flame Gun kills weeds in the 
summer, melts ice on steps and pave- 
ments in the winter, thaws frozen pipes 
and sterilizes soil. It is made of elec- 
trically seam welded steel tube with 
built-in all-brass compression pump. 
Weighs under five pounds. Retails for 
$34.95. 

Filled with 1%4 pints of kerosene it 
will give almost 30 minutes of continuous 
use, with a heat equal to 16 kilowatts. 
Made in England, it is being distributed 
in the U.S.A. by E. C. Geiger Co., Dept. 
AL, North Wales, Penna. 

Circle No. 214 on Handy Cover Card 
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Kwik-Seal in Plastic Tubes 


DAP announces a new plastic tube 
packaging for its Kwik-Seal Tub and 
Tile Sealer. Desired bead size is easily 
obtained by cutting the tapered plastic 
nozzle. 

Kwik-Seal forms a waterproof seal 
that flexes like rubber for tight, long- 
lasting joints around tubs, tiles, sinks and 
lavatories and for pointing or resetting 
porcelain, plastic, metal or ceramic tiles. 
Ten six-ounce tubes are packed to a 
counter display carton. Each tube retails 
for 85¢. DAP, Inc., Dept. AL, Dayton 
31, Ohio. 


Circle No. 215 on Handy Cover Card 


Heavy-Duty Unit 


Latch Sets 

Three new forged iron 
knob latch sets may be or- 
dered from stock or through 
an introductory offer. Assort- 
ment in a dull black finish 
retails for $147, provides a 
dealer with a markup on cost 
of 69% or $60. Assortment 
in Olde Copper finish retails 
for $167, gives a dealer a 
markup of 67%. McKinney 
Mfg. Co., Dept. AL, 1715 
Liverpool, Pittsburgh. 
Circle No. 216 on Handy Cover Card 


Roofing Nail 


A new line of rustproof 
and easy-driving Stormguard 
neoprene washer nails for 
corrugated and V-crimp roof- 
ing is announced. The strong 
steel nails are heavily zinc- 
coated. They are available in 
5-pound and 50-pound bulk 
cartons, in lengths of 1%”, 
1%”, 2” and 2%”. For sam- 
ples, write to W. H. Maze 
Co., Dept. AL, Peru, Il. 


Circle No. 217 on Handy Giver Card 


Latch Tailpiece 


Weslock’s new latch tail- 
piece permits the opening of 
a door without the custom- 
ary knob during construction 
or painting. Simply press the 
latch tailpiece to open door. 
Weslock locksets are then 
ready for quick installation. 
Western Lock Mfg. Co., 
Dept. AL, 2075 Belgrave 
Ave., Huntington Park, 
Calif. 


Circle No. 218 on Handy Cover Card 





Time-Saving Card——See Back Cover 


A new 5-cubic-foot Super 
Contractors’ Wheelbarrow is 
made of heavy-gauge, folded 
sheet steel continuously weld- 
ed at the seams. It offers 
easy lifting and smooth haul- 
ing. Replacement parts are 
available. It is priced at 
$36.30. A 4-cubic-foot model 
sells for $33.30. Moto-Mow- 
er, Sub. of Dura Corp., Dept. 
AL, 625 S. G St., Richmond, 
Ind. 

Circle No. 219 on Handy Cover Card 
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HARDWARE BUSINESS 





Seine Twine Selling Center 


New 100% nylon seine twine is pack- 
aged in /%-pound, 42-pound and |-pound 
tubes in individual polyethylene bags 
showing size, breaking strength and price 
spot. The tubes are packed in a colorful 
box suitable for floor or counter use. 

The nylon seine twine is said to be 
four times stronger than cotton seine 
twine, rot and mildew proof and highly 
resistant to oil, grease, acids, alkalis and 
both fresh and salt water. It’s available 
in three colors: natural, yellow and dark 
green. Uses for it include net manufac- 
turing and repairing, trot line, staging, 
furniture lacing and decoy cord. King 
Cotton Cordage, Dept. AL, 105 Duane 
St., New York 8, N. Y. 


Circle No. 220 on Handy Cover Card 


New Sales Aids 





Promotes Door ’N Wall Shelves 


An eye-catching, four-color display 
contains an actual unit of Hirsh Door 
"N Wall Shelves. It has a large die-cut 
illustration of an attractive girl indicat- 
ing how the three-shelf unit provides 
extra storage space in linen closets, 
workshops, kitchens and bathrooms. The 
merchandiser, which measures 26” x 32”, 
is available with both easel and hang- 
ing facilities for counter, wall or win- 
dow display. 

The three-shelf unit retails for $3.95. 
It is available in black or white and 
packed in a newly designed box for easy 
carry out by homemakers. S. A. Hirsh 
Mfg. Co., Dept. AL., 8051 Central Park 
Ave., Skokie, Tl. 

Circle No. 222 on Handy Cover Card 





Packaging 
for Plaster of Paris 
Attractive new yellow-and-black pack- 
aging for its Plaster of Paris is announced 
by Consumer’s Glue Co. Complete direc- 
tions for mixing and use are printed 
plainly in simple language on the back 
of each bag. The medium fast-setting 
plaster is self-sized. It is an ideal mold- 
ing plaster for scout and playground ac- 
tivities. Consumer’s Glue Co., Dept. AL, 
1515 Hadley, St. Louis, Mo. 
Circle No, 221 on Handy Cover Card 


Sells Slaymaker Padlocks 


A colorful new display card, measur- 
ing 10%” x 15”, holds 12 Slaymaker pad- 
locks. Each of the mounted locks has 
two keys or combination record tag. Nine 
assortments are available. Retail prices of 
the padlocks range from 29¢ to 98¢. 
Slaymaker Lock Co., Dept. AL, 115 So. 
West End Ave., Lancaster, Penna. 

Circle No. 223 on Handy Cover Card 
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Self-Service Brush Department 


Three grades of brushes are included 
in this self-merchandising assortment of 
128 pure bristle paint brushes for every 
painting need. The brushes are pre- 
priced and quality-coded by bristle color 
to make this space-saving unit a com- 
plete movable paint brush department. 
Each brush also is wrapped in a trans- 
parent painter’s glove. 

Included with the self-selling unit is a 
supply of free booklets on painting and 
brush care. Pittsburgh Plate Glass Co., 
Dept. AL, 632 Fort Duquesne Blvd., 
Pittsburgh 22, Penna. 

Circle Ne. 224 on Handy Cover Card 


Introduces a Piggyback Rack 

A versatile rack display, used singly 
or stacked piggyback, can be a counter, 
floor, island or end-of-aisle merc’ an- 
diser. It is offered to dealers at m ex- 
tra charge. The two racks are free .’ith 
the purchase of a 36-can assortment of 
metallic spray and Top Coat. 

The new line of metallic paints is 
available in nine colors. Used with the 
protective Top Coat, the metallics pro- 
duce a high gloss, durable finish on 
wood, glass, metal, china or plaster. []- 
linois Bronze Power Co., Dept. AL, 2023 
S. Clark St., Chicago, IIl. 

Circle No. 225 on Handy Cover Card 





Introduces Planer-Molder 


A low-cost planer molder to turn 
rough lumber into all millwork patterns 
is offered. The production machine that 
planes, molds and saws in one continu- 
ous powerfeed operation runs on either 
a 3 hp or 5 hp motor. Three high-speed 
steel knives give cabinet finish on stock 
up to 1244” widths and 6” thickness. 

Model 910 combines face molding of 
up to 11” wide stock or edge molding 
to 6” wide, planes stock 12-44” wide by 
6” thick and saws up to 2-'4” thick stock. 
Molding cutter bits, quickly changeable, 
are available for tongue-and-groove, 
base molding, three-bead and V-join ceil- 
ing. Pattern cutters, three per set, fit 
directly into the planer cutterhead. All 
moving parts are shielded. 

The 910 sells from $300 base price. 
Write Belsaw Machinery Co., Dept. AL 
315 Westport Rd., Kansas City 11, Mo. 

Circle No. 230 on Handy Cover Card 


Door Unit Machinery 

A sizing and boring machine with 
door lock drill press, a jamb routing ta- 
ble, a miter and kerf machine and as- 
sembly table are available for machin- 
ing and assembling doors. One man, 
using less than 400 square feet of floor 
space, can complete a door unit in 1! 
minutes, the maker claims. The low-cost 
system provides consistently perfect mi- 
ter joints and requires little maintenance. 
For more information, write Cole Mfg. 
Co., Dept. AL, 789 Fourth St., Memphis 
. 


Circle No. 231 on Kandy Cover Cord 


Straps Heavy Loads 


Two new portable steel strapping ma- 
chines are air-powered for fingertip con- 
trol. Model 14 is for round strapping. 
Model 73, pictured, tensions heavy duty 
flat strapping. Features variable speed 
and tensioning power. Uses strapping 
from %4” by .028 to 14” by .035 with 
4,100 Ibs. tension. U. S. Steel Supply 
Div., U. S. Steel Corp, Dept. AL, 120 
Montgomery St., San Francisco 6. 

Circle No. 232 on Handy Cover Cord 


Pneumatic Nailer Offered 


A new pneumatic nailer said to nail 
up to three times as many nails in an 
eight-hour period as individual hammer- 
ing is introduced. Maker says if unit is 
properly used and maintained, it should 
pay for itself every two te three weeks. 

Operating pressures ar: from 125 to 
150 Ibs. of air to drive any nail from 
8d to 20d. Driving tool is guaranteed 
30 days and nailer for one year against 
defective parts or workminship. Price is 
$125 f.o.b. from Wilsor Homes, Inc., 
Dept. AL, 13575 St. Charles Rock Rd., 
Bridgeton, St. Louis County, Mo. 

Circle No. 233 on Handy Cover Card 





FAMOWOOD . ... the AMAZING... 


L-PURPOSE PLASTIC for wood finishes! 
APPLIES LIKE PUTTY . . . STICKS LIKE GLUE! 
FAMOWOOD is the answer... where wend 
finishes are important. Simple to use. 
cient, lasting, time-saving, when filling seat 
cracks, gouges, nail and screw holes or cor- 
ing ects. CAN BE Lig neo ,UNDER 
FIBERGLASS. Dries quickly, doesn’t shrink. 
t under adverse pe amg —— 


Phifer ‘Abininies Nails in Job-Pac Cans moke The as ‘shelf 
herdware — never scetter on floor or counter. pag 4 
a agey and assure thet every nail will arrive ge the 
site. All of the extensive Phifer line of Aluminum Nols 
(except common, trim and oval head trailer nails) ere 
A pocked in pull string “Job-Pac’’ — 30 to @ master carton. 


sands easily, does not 
sa og 


bene é we All nails in 25- end 50-lb. certons 


ALUMINUM 
Se 


PHIFER WIRE PRODUCTS 


POST OFFICE BOX 9007, TUSCALOOSA, ALABAMA 
Circle No. 120 on Handy Cover Card 


applied. Read 
to use— 1 pine He out veo gu "the can.” 15 sg ry 
colors, with matchless wood finishes. 


FAMOWOOD descriptive literature & price list on request. Distributor & Dealer inquiries invited, write Dept. 760 


BEVERLY MANUFACTURING COMPANY ics ancsces s, caur. 


BWaeatacturers ef...FAMOWOOD « FAMGELAZE « FANOSOLVERT 
Circle No. 119 on Handy Cover Card 








REDUCE delivery costs. 
UNLOAD a — or HALF LOAD at a time 
with an 
R-B ROLL-OFF 
, truck body 








Follow Art Hood’s ‘‘Management”’ 
Series in Each Issue of A.L. 


You'll learn 
the way to... 


f 


a 


Complete bodies shipped KD. Easily installed. 
Write, wire or phone for catalcg and prices. Dealer Soles Control 


The R-B Co. if 
1921 Guinotte, Kansas City 20, Mo 
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How to Read a 
Grade Trademark 


Breer yw STILL are plywood buyers 
and sellers who use the outmoded 
terms “good one side” or “waterproof” 
to describe products that have become 
much more complex since these 
phrases came into use. 

The grade-trademark reproduced 
above is typical of those owned by 
the Douglas Fir Plywood Association, 
whose members produce about 85% 
of the country’s softwood plywood. 
All DFPA grade-trademarks basically 
are the same. Their differences deal 
with the panel’s specific uses and the 
details of its manufacture. 

The only way you can be sure a 
panel will do its job properly is to be 
familiar with grade-trademarks, de- 
mand them on every panel you han- 
dle, and prescribe properly-marked 
plywood for each job. To do this, you 
must understand clearly what the 
grade-trademarks tell you. 

Using the one above as an example, 
here’s a brief rundown on the infor- 
mation you can expect to get from a 
grade-trademark. Clockwise, starting 
at lower left: 


CS 45-60—This is the official num- 
ber of the U. S. commercial standard 
governing the manufacture of the pan- 
el. This is a new standard which be- 
came effective only November 14. 
Simply stamping this number on a 
panel does not mean it conforms to 
the standard, however. The standard 
requires this may be certified only 
through an independent testing agen- 
cy. 

Douglas Fir—These words desig- 
nate the wood species used on the 
front and back panels. Another com- 
mon designation here is WSP, mean- 
ing the panel is made from certain 
western softwoods other than Douglas 
fir. 


A-D—tThe first letter describes the 
appearance grade of the veneer on 
the panel face, the second the veneer 
on the panel back. There are four 
veneer grades, but only A, B and C 
veneers may be used on panels intend- 
ed for exterior use. If a panel contains 
D veneers, it is for interior use only. 


INT-DFPA—tThe first three let- 
ters designate the type of glue used to 
manufacture the panel, the second 
four attest that the glue has been ap- 


proved after DFPA laboratory tests. 
INT indicates interior type glue, EXT 
indicates exterior type. glue. The first 
is water resistant, the second water- 
proof. 

The “broken wheel”—This is the 
copyrighted seal of DFPA and means 
that plywood bearing it was manufac- 
tured under its program of continuous 
quality control. It also means that the 
manufacturer contributed to DFPA’s 
nationwide promotional campaign to 
support sales efforts on behalf of ply- 


wood. 

A booklet that includes all DFPA 
panel markings, along with details on 
their meaning and use, is available 
free by writing DFPA, Tacoma 2, 
Wash. 





Plywood Literature 


As part of the industry-supported 
program to promote fir plywood, 
DFPA supplies this literature at half- 
cost in quantity. Limited quantities are 
sent free to dealers. 


FOR THE HOUSING MARKET: 


“Tomorrow's Home Today.” Tells 
the story of a research house built by 
DFPA, Plywood Fabricator Service, 
Inc., and the Lumber Dealers Re- 
search Council at Champaign, Ill. New 
components were developed here to 
be used with the Lu-Re-Co system. A 
film story of this house also is avail- 
able for showing. 


“Sturd-i-wall.” The story of fir ply- 
wood as combination siding and 
sheathing and complete details on the 
materials and how they may be used 
in any climate. 


“2.4.1. T&G.” A new product of the 
plywood industry, tested tn DFPA’s 
laboratories, is changing floor con- 
struction. 


“Insta-Floor.” Details on its use and 


advantages. 


“Emblem Homes.” A _ complete 
home-building package: promotional 
material that ranges from colored ren- 
derings to scale models and buildings 
aids from plot plans to blueprints. 


“Model Home Builder’s Kit.” Sell- 
ing aids for any home builder who 
uses plywood, with his name imprinted 
on the literature. 


FOR THE SECOND HOME MAR- 
KET: 

A new selling package that includes 
everything from an attractive mobile 
to 22 detailed cabin plans. 


FOR THE FARM MARKET: 


“Rigid Frame Construction.” Plans 
for buildings 32’, 40’ and 52’ 
wide, plus permissible design altera- 
tions and a tested design method. 


“Expandable Egg Cooler.” A new, 
low-cost way to build facilities for 
storage of eggs under optimum con- 
ditions. 
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FOR THE RETAIL MARKET: 


“Plywood Playmates.” A new series 
of do-it-yourself backyard play equip- 
ment. 


“Plywood Zoo.” Four cleverly de- 
signed rocking animals to appeal to 
Christmas-minded craftsmen. 

Nearly 200 do-it-yourself plans 
that range from a backyard com- 
post bin to remodeling ideas to a 26- 
foot racing sloop. 


FOR ANY PLYWOOD BUYER: 


“CS45-60.” Newly-revised com- 
mercial standard for the manufacture 
of softwood plywood. It gives details 
on what manufacturing conditions 
must be met for each grade and 
type of plywood and includes infor- 
mation on DFPA grade-trademarked 
products and their uses. 


“Why You Should Specify DFPA 
Products.” New booklet on why the 
Douglas Fir Plywood Association was 
created and its effect on the indus- 
try. 





New Promotion Emblem 
For Wood Kitchen Cabinets 


PoinT CLEAR, ALA.—An intensive 
program to promote factory-finished 
wood cabinets was adopted at the 
fifth annual National Institute of Wood 
Kitchen Cabinets convention October 
20-23. 

First step in selling the advantages 
of factory-finished cabinets will be in- 
troduction of a NIWKC promotion 
emblem with the words “Factory-Fin- 
ished Quality” replacing the former 
slogan “Wood for Enduring Beauty.” 
Merchandising value and quality as- 
surance of the emblem will be stressed. 

George W. Mernick, former Insti- 
tute secretary, was elected new presi- 
dent of NIWKC succeeding Arthur 
M. King. Mernick is vice-president, 
Gregg & Son, Inc., Nashua, N. H., 
and King is vice-president, The Mengel 
Co., Louisville. 

William Benson, general manager, 
Whitehall Cabinets, Inc., East Rocka- 
way, N. Y., is the new treasurer and 
H. W. Eckhardt, president, The Mor- 
gan Co., Oshkosh, Wis., NIWKC sec- 
retary. 

NIWKC’s fifth annual Kitchen 
Specialist training school will be held 
in the Hotel North Park, Chicago, 
next March 12-18. Manager Fred F. 
Montiegel said an innovation is a man- 
agement seminar beginning March 
12. Write NIWKC. 75 E. Wacker 
Dr., Chicago 1, for details. 


To Build Wire Mill 

STAMFORD, CONN.—Universal Wire 
Co., subsidiary of Bostitch, Inc. has 
bought 41 acres in Clinton, Conn. 
and will build a 100,000-square foot 
modern wire mill there. It will pro- 
duce much of Bostitch’s stapling wire 
and attaching wire, according to Em- 
mett G. Gardner, president. 
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Classified 
Advertising 


Terms — Cash With Order 
Minimum Charge $7.50 


Rates: 


1 Time——30c per word for each insertion. 
Minimum charge of $1.50 per line. 


3 Times—25¢ per word for each consecutive 
insertion. Minimum charge of $1.25 
per line. 


Add $1.75 per insertion for blind ads bearing 
box number. 


No agency commission or cash discount 
allowed. 


All ads for classified section must be in Pub- 
lisher's office 14 days preceding date of pub- 
lication. Advertisements are set in uniform 6 
point style. No cuts or special borders al- 
lowed. Replies forwarded without additional 
charge. Count five words to a line and when 
less are specified or used, regular line rate is 
charged. When answering box numbers or 
mailing copy for ads address them to: 


AMERICAN LUMBERMAN 
59 East Monroe St., Chicago 3, Il 
Phone Fi 6-7788 





HELP WANTED 





WANTED: Manager for small retail hard- 
wood yard in large North Texas city, salary 
and bonus. Real opportunity for live wire 
pee thoroughly experienced in sales and 
collections. You will have complete charge 
vf operation. Must have high grade caer 
ences. Write giving age and resume of past 
experience. ress Box 0-27 American 
ae & Building Products Merchan- 
ser. 





EXCELLENT 
OPPORTUNITY 


For executive type salesman with The 
Crestline Co., well-established, fast- 
i mfgr. of quality windows! 

ood ogg’ 4 with bonus incentive and 
expenses. Excellent profit and feature 
advantages for top-rated retail lumber 
dealers. Direct sales. Full time. Travel 
necessary IN THE MIDWEST. Appli- 
cations not accepted from mfgr. reps. 
Send background and references to 
Gene Driscoll, The Crestline Company, 
100 Thomas St., Wausau, Wisconsin. 





Northern Indiana yard needs experienced 
aggressive man able to assume responsibilit 
in sales and ement of retail yard with 
large volume retail sales and component con- 
struction organization with land develop- 
ment. Salary commensurate with ability, to 
be determined in personal interview. Address 
Box 0-23 American Lumberman & Building 
Products Merchandiser. 





SITUATION WANTED 











Experienced wholesale salesman lumber ply- 
wood and build materiais desires change. 
Good references. Will relocate. Would con- 
sider large retail yard. Address Box 0-29 
American Lumberman & Building Products 
Merchandiser. 
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SITUATION WANTED 








Situation Wanted 
Accountant—Credit Manager with Wholesale 
Sash and Door Jobber. Consolidation causes 
elimination. Experienced in window unit 
and branch cos' Excellent credit record. 
Best of references. Address Box 0-22 Amer- 
ican Lumberman & Building Products Mer- 
chandiser. 





SALES REPRESENTATIVE 
WANTED 








Expanding distributor of millwork, lumber 
and mag materials needs exverienced ag¢- 
gressive salesman to cover Northern Indiana 
and Southern Michigan. Salary plus commis- 
sion. Address Box 0-24 American Lumber- 
man & Building Products Merchandiser. 





BUSINESS WANTED 











WANT TO BUY—Small to medium retail 
lumber yard in Southwestern or Western 
OHIO. Address Box 0-28 American Lumber- 
man & Building Products Merchandiser. 





BUSINESS FOR SALE 








Lumber & Building Supply Yard 

th modern millwork plant including dry 
ils, Railroad a with lift truck facili- 
ties, 35,000 sq shed space. Very favorabie 
ten years ox en for manufac ‘rer, 
located in Western Maryland. Real e..ate 
can be leased or purchased. Have pre-fab 
department. Reason for selling: To settle es- 
tates. Address Box O-25, American Lumbe.- 
man & Building Products Merchandiser. 





LUMBER YARD—for sale or lease. Chicago's 
finest N. W. suburb. lumber under 
sheds. Side track. Reply stating manage- 
ment experience, cash available, bank ref- 
erences. Address Box N-68 American Lum- 
berman & Building Products Merchandiser. 





FOR S 
Lumber and Builder Sup ly Yard 
Located in Central Pennsylvania city—Trad- 
ing Area 140,000 Population. Annual Volume 
—Railr lroad Siding—Al! Buildings and 
real estate can be leased—Profitable opera- 
tion. Reason selling: To settle estates. Ad- 
dress x 0-26 American Lumberman & 
Building Products Merchandiser. 





MISCELLANEOUS FOR SALE 








For Pennies! 
2 cars 4 Oak sticks 4¢ ea 
2 cars 6 Oak sticks 5¢ ea 
2 cars 8 Oak sticks 6¢ ea 
Gaiennie Lumber, Shreveport, La. 





CARPENTERS APRONS 
Write for prices and information. 
THE MINNESOTA SPECIALTY CO. 
119 North Fourth Street 
Minneapolis 1, Minn. 





FOR SALE 
One Com ee 8 foot band Mill—Powered 
with 250 P. 


Steam plant. Call or Wire 
Collect 
KNOKE LUMBER COMPANY 
3-4483 


Regent 
311 NORTH LINWOOD AVENUE 
APPLETON, WISCONSIN 
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Ford Div. of Ford Motor Co. 


Georgia-Pacific 
Graham & Co., Inc., John H. ............ 


Hager & Sons Hinge Mfg. Co., C. 
Hines Lr. Co., Edward 


Long-Bell Division, 
International Paper Co. 


Mauk Lbr. Co., The C. A. 

Mauk Seattle Lbr. Co. 

Minnesota Mining and Mfg. Co. .......... 
Multiplex Display Fixture Co. ... 


National Assn. of Home Builders 


Parker Hardware Mfg. Corp., S. 
Phifer Wire Products ........... 
Pickering Lbr. Corp. 
Potlatch Forests, Inc. 


Skil Corporation 
Smith & Son, yr  -celsategs 
ponerse: Pine 


Twin-Tilt Truck Co. 
Oi BD. Paywees Sate. 6 ee EAE 21 
Vancouver Plywood Company 


Weyerhaeuser wear caepe’ (Lumber & 
Plywood Div 
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Christmas -- 1960 


For those of us in the building industry this holiday holds a very special meaning 
and significance. 

Christmas is primarily a home festival. Public places are deserted. We gather to- 
gether around the tables and firesides of our own and our neighbor’s homes. 

There we find traditional hospitality, companionship, affection and security. 

Two housewives bezutifully expressed the innermost feeling of homeowners when 
they wrote: 


“Home—a place of contentment and cheer, sometiines laughter, some- 
times just silence. Pepper catnapping on his pillow, an ashtray and a pipe, 
an easy chair and a footstool, too. Children’s voices, the family singing old- 
time songs. The darning basket, the Bible on the table, a clock that strikes 
and flowers on the window sill. The spicy smell of pumpkin pie and fruit 
cake at Thanksgiving time. And at Christmas, the stockings hanging in a 
row. All these little, simple, homey things mean home to me.”* 


“Being a housewife, my Social Security Number is not recorded in 
Washington, but I have one. It is the number on the front door of my very 
own home. That is what home means to me—security. 


“When one buys a home he plants his roots deeply and that blessed 
feeling of solidity is well worth the sacrifice it may cost. 


“My home is a fortress, defying the forces of inflations and deflations, 
depressions and recessions. True, the market value is affected, but the home 
value is always 100 cents on the dollar, with a generous dividend of se- 


curity.” * 


No cold or hot war can prevail against a nation of homeowrers who hold such con- 


victions. 
As suppliers to the home builders of the nation, we of the building materials indus- 
try have a special responsibility in fostering and encouraging this spirit. 
It is gratifying that nearly two-thirds of our families today own their own homes. 
And yet in this Christmas season, across our home-owning land, falls the shadow of 
a malignant political philosopny which would destroy the very concept of home owner- 


ship. 


__ As we again enjoy this festival should we not urge upon our fellow citizens that we 
unite in rededicating ourselves. in the words of an earlier American, to the continued de- 


fense of our homes and what they stand for: 


“O thus be it ever when free men shall stand 

Between their lov’d homes and the war’s desolation! 

Blest with vict’ry and peace, may the heav’n rescued land 
Praise the Pow’r that hath made and preserved us a nation! 
Then conquer we must, when our cause it is just, 

And this be our motto, “In God is our trust!” 


*Prize-winning letters in a contest sponsored by Johns-Manville Co. 
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, 
A man w@t into an insurance office to apply for life in- 
surance. Th¥ i#urance man inquired, “Do you drive a car?” 
No.” repiged’che applicant. 
“Do you: vy?" asked the insurance man. 
“No,” wie thd answer. 












“Sorry,” .idtthe agent curtly. “But we no longer insure 
pedestrians.§ & 
# * + * 
° | 
It’s a cu} thing but it seems the harder you work, the 
luckier you bors 
% * 7 * 
The amf)$ioy; young sales engineer took her in his arms 
and cooed' ¥Dgrling, I love you. I may not be rich like my 
boss. I ma i have a limousine like him—but I’d do any- 


ae Her two soft arms circled his neck and two 
iishered in his ear, “Well, then how about intro- 


ruby lips 
0 Fhe boss?” 


ducing m¢ 
) + * a 

So you vodght Santa Claus was for kids at Christmas. 
Listen, M, pog histic ated Lumber dealer, there’s a year round 
Santa for Ge %etail dealer who’s been a good boy all his life 
and writes{i “ice letter to the MAUK Lumber Co. including 
a complet, lisg of what he needs to make up a fast selling, 
customer §. ng inventory. 


Withous | efit of reindeer the MAUK Lumber Co. will 
stash in $¥ur4yard every building goody to touch the heart 
of your ¢ gier. 

Don’t uss » write. Just phone the Kris Kringle exchange, 
MElrose 4 j 

+ * > 

Simple says a tree will stand by the side of the road 

for fifty ve and then suddenly jump out in front of her 





ving. 
w > * 

Did yo Hh ur about the guy who’s so hen pecked that, 
though h}&gc® a divorce from his wife three months ago he 
still hasnt; 1 the nerve to tell her? 

* * * 





hil 








OW What Dep'’t.: 
uv what democracy is? The most ridiculous sys- 
yergment ever invented—except for al! the others. 
n¢w what dictatorship is? A form of government 
in which’ ¢ll ghat is not forbidden is compulsory. 

Do you w what utopia is? Where all your products are 
MAUK mf pdgcts. 


Do You oe 
Do you* 
tem of gig 
Do you's 












* * * 






















MAUK Seattle Lumber Co. 


Seattle, Washington 
* * * 


The C. A. MAUK Lumber Co. 


Toledo, Ohio 
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HARDWARE BUSINESS 


New Literature 


Garden Tools. A_ colorful new 1960-1961 catalog covers 
the entire line of Snap-Cut garden tools. It gives complete 
specifications including cutting capacities, overall size and 
performance characteristics of all pruning shears, grass shears, 
hedge shears, ego shears, ery saws and tree pruners. 
Seymor Smith & ; wae., ay 8 Oakville, Conn: 

those No. 234 on mab Cover Card 


Fixtures. A new catalog, entitled “Star Light”, con- 
tains 16 pages of color illustrations of new 1961 fixtures rang- 
ing from pulldowns and chandeliers to outdoor post lights 
and lanterns. The manufacturer’s new X-Press prewired re- 
cessed fixtures also are described in the catalog. Thomas 
Industries, Inc., Dept. AL, 207 East Broadway, Louisville 2, Ky. 
Circle No. 235 on Handy Cover Card 


Drill Presses. The recently introduced line of Delta 17” 
drill presses, with an all-new “up-front” power feed operated 
with one hand, is described in a 10-page two-color bulletin. 
Action photographs and text tell in detail the specific opera- 
tions of the new tool, available in 76 models. Rockwell Mfg. 
Co., Dept. AL, 480 N. Lexington Ave., Pittsburgh 8, Penna. 

Circle No. 236 on Handy Cover Card 


Polyethylene Film. A new folder, entitled “How to Store 
Lurnber, Plywood and Gypsum Board with VisQueen Film,” 
is available. Recommended applications for the film for out- 
side and inside storage of these materials are described. Il- 
lustrations also show use of a VisKlamp fastener for tying down 
polyethylene material covers. Visking Co., div. of Union 
Carbide Corp., Dept. AL, 6733 W. *6sth St., Chicago 38. 

Circle No. 237 on Handy Cover Card 


Tools and Supplies. A new 60-page, two-color 
catalog fully describes and illustrates automatic strapping 
machines, manually operated strapping tools, strapping, seals 
and accessories now available from A. J. Gerrard & Co., 
Dept. AL, 400 E. Touhy Ave., Des Plaines, Ill. 

Circle No. 238 on Handy Cover Card 


“Little Giant Salamander” is the title of a new information 
sheet listing various applications for the portable, gas-burning 
unit for use wherever temporary heat is needed. A table of 
specifications also is provided. Hauck Mfg. Co., Dept. AL, 
124-136 Tenth St., Brooklyn 15, N. Y. 

Circle No. 239 on Handy Cover Card 


A tile handbook covering all phases of the Miracle Thin-Set 
Adhesive method of installing genuine clay tile is available 
without charge. Accompanied by illustrations and diagrams, 
complete details are given for application of wall tile, ceiling 
tile, exterior tile and floor tile (above, below and on grade). 
Write Miracle Adhesives Corp., Dept. AL, 250 Pettit Ave., 
Bellmore, L.L, N. Y. 

Circle No. 240 on Handy Cover Cord 


Mineral Wool Application. “How to Install Mineral Wool 
Insulation in Homes” is the title of a new manual 
as a guide to approved application practices. The booklet 
gives detailed and comaale illustrated instructions for in- 
stalling batts and blankets and oe wool. Single copies 
are available free; additional copies y be purchased at 
cost. Write National Mineral Wool Pema es i Dept. AL, 
Rockefeller Center, 1270 Sixth Ave., New York 20, N. Y. 

Circle No. 241 on Handy Cover Card 


More facts in a 
hurry? Use the new 
card 
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Fast Movers 


You'll be eager to display smart, new CORBIN 
Packaging . . . modern-designed to help you 
make sales. Note the clean, practical labeling 
for easy identity, for quick inventory control. 
No mixed-up numbers—ever again! 

Open any CORBIN Package and you'll see 
the lockset well protected in “poly” wrap. . . 
components arranged for time-saving iden- 
tity, easy access, easy use. “A place for 
everything and everything in its place.” 
Customers like that. 

You'll like it, too, as you make sale after 
sale after sale. It pays to make it CORBIN 
—throughout! 


P.& F. CORBIN DIVISION 
THE AMERICAN HARDWARE CORPORATION 
NEW BRITAIN, CONNECTICUT 















Attractive. Efficient. 
Profitable. That’s CORBIN ! 
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BUSINESS REPLY CARD 


BIGGEST ADVERTISING IN THE TILE BUSINESS 
tells your customers a convincing quality and value story 
. keeps Kentile Floors in demand all the time. And over 


NY. 


ah Sn 


150 warehouses across the country make sure you won’t 


if Mailed in the United States 


P. O. BCX 139 


~~ 


miss a single sale. They’re ready to fill your needs com- 
pletely ... to supply you with anything in the entire Kentile 
line... make deliveries to you usually within 24 hours! 


POSTAGE WILL BE PAID BY 
AMERICAN LUMBERMAN 


Ne Pattace Stone. Nacer*2-~. ... 


NEW YORK 14, 





This is one of the many distinctive Kentile® Floors featured in the steady Kentile advertising in LIFE, 
LOOK, THE SATURDAY EVENING POST and 17 other leading magazines plus 51 Sunday Magazine Sections. 









THREE MORE REASONS WHY 
KENTILE FLOORS ARE EASIEST TO SELL 


¢ Top Quality .. . backed by the famous 
Kentile guarantee! 

¢ Complete Line: Vinyl Asbestos, As- 
phalt, Solid Vinyl, Rubber and Cork Tile! 
¢ Hi-Fi Paper Samples (perfect repro- 
ductions of tile colors ) end sampling prob- 
lems . . . take little space! 





For complete information, contact your nearest Kentile Floors Distributor (see Yellow Pages) or Kentile Office shown below. 


DEBE BROORE 


58 Second Ave., Brooklyn 15, N.Y. © 350 Fifth Ave., New York 1, N.Y. © 3 Penn Center Plaza, Philadelphia 2, Penn. e 55 Public Square, Cleveland 13, Ohio 
900 Peachtree St., N. E., Atlanta 9, Ga. « 106 W. 14th St., Kansas City 5, Mo. © 4532 So, Kolin Ave., Chicago 32, II]. e 2929 California St., Torrance, Calif. 
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